





PARTMENT 


DE 





=e 


it te. Se REY yg 








roducts 
improved for 
practically 
nothing 





The surest way to get a larger share of the business 
available—and to get it without prohibitive sales ex- 
pense or profitless prices—is to make your product 
self-evidently superior. 

For practically nothing additional, or perhaps for 
less, your product can be made superior. Use Inland 
Copper-Alloy Steel. If you now use ordinary commer- 
cial grades, Inland Copper-Alloy will cost a very little 
more. If you use any other corrosion-resisting material, 
copper-bearing Steel will reduce costs. 

And as to the improvement to your product, its added 
sales appeal: iron and steel sheets have been ranked 
according to rust and corrosion resistance under atmos- 
pheric conditions by the American Society for Testing 
Materials—ranking based on tests at Fort Sheridan, 
Annapolis, and Pittsburgh. Copper-bearing steel sheets 
head the list. 

You get superiority for practically nothing by switch- 
ing to Inland Copper-Alloy. INLAND STEEL COMPANY, 
38 South Dearborn Street, Chicago, Illinois. 
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Play safe! Make sure of year-round profits. 





Tie up with a line that shows substantial 


business increases in times like these ! 












MW oil-burning utilities find a 
steady and expanding market, be- 
cause they are offered in carefully 
considered variety. This means that 
MW dealers always have profitable, 
attractively priced merchandise, to 
sellin any and every season—Spring, 
Summer, Fall, Winter. 


This all-season line of MW units in- 
cludes the famous MW “Automatic 
Weather Control 


Dealers looking for the best-selling merchandise 
in the field will see a vital suggestion in the fact 
that our sales show a 58% increase for the first 
eight months of 1932. This progress is signifi- 
cant, because the period for which it is so recorded does 
not include the conventional peak selling season. 


Unit,” which heats premises in 
Winter, cools them in Summer 
—Automatic Boiler Units for 
steam and hot water heating 
— Automatic Water Heaters 
in domestic and commercial ca- 
pacities — Cooking Ranges— Radiant 
and Circulating Cabinet Heaters. 

Each MW unit is self-contained, 


complete and matched, of top-notch 
efficiency, priced on the 


basis of quantity production and in ac- 
cordance with present-dayconditions. 


Clip and mail the coupon for de- 
tails of the profit-sure MW dealer 
franchise, backed by liberal Factory 
sales and advertising cooperation. 
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MOTOR WHEEL CORPORATION 
Heater Division, LANSING, MICH. 


Dept. A-10 
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Round: and sq uare types, 
‘Warms in Winter, snag. in 


Please send me full information regarding 
the MW line of oil-burning utilities, and ex- 
plaining its sales and profit opportunities. 
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Covering All Activities 
in 
Gravity Warm Air Heating 
Forced Warm Air Heating 
Sheet Metal Contracting 
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When The Idea Is Born 
The Sale Is Half Made 





INSTRUCT YOUR SALESMEN 
always to mention the familiar 
Armco triangle and what it 
stands for: twenty-six years of 
rust-resisting, low-cost service. 
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READ “INGOT IRON SHOP NEWS” every 
month for ideas and suggestions on how to 
stimulate. sales, cut costs, and turn out 
better work. Published by the Armco Dis- 
tributors Association, this valuable business- 
building paper is free to anyone concerned 
with sheet metal work. Write us if you want 
to see it regularly. 


YOU CANNOT HOPE to consistently sell sheet 
metal work without ideas . . . ideas that incite the 
prospect’s interest, and arouse him to the point of 
action—the name on the dotted line. 


And sometimes the simplest selling ideas are the 
most resultful. Easy to explain, easy to understand, 
effective in opening tightly-closed pocketbooks. 


Here is one like that. A group of ambitious con- 
tractors in New York state decided to use Ingot Iron 
galvanized sheets for furnace casings instead of the 
traditional steel sheets.. They reasoned wisely that 
the difference in cost is but little, and the added sales 
feature of quality iron would give them something 
worth talking about. 


Results proved their thinking was sound, too. 
This added sales point helped land many orders 
which might have gone to competitors. 


Include this idea in your own sales presentation 
and use it when you call on furnace prospects. You’ll 
find it helpful in closing ‘“‘hard-to-be-won” sales. 


THE AMERICAN ROLLING MILL COMPANY 
Executive Offices: Middletown, Ohio 


Distributors in the principal cities of 
the United States and Canada 
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Let us introduce to you 


AIR CONDITIONING 
FOR COMFORT 


This Brand New Book Gives Sales Points —Complete Engineering Data 
—and a Reliable Background for Your Knowledge of Air Conditioning 





Fg CONDITIONING FOR COMFORT is brand new— 
the first complete book to give the ‘‘whys, hows 
and what withs”’ of engineering for conditioned air. It 
is written in concise, clear language that ably answers 
the flood of questions being asked about this big subject. 





Its 256 pages are alive with the tables, diagrams 
and essential data which an engineer or contractor 
must have to properly estimate or design a job, be it 
skyscraper or cottage. They set forth the practical 
formulas for computing all the components of the 
various heating, cooling and de-humidifying systems. 


Samuel R. Lewis, who wrote the book, is a pioneer 
in the development of the design of plants cooling for 
comfort, is past president of the American Society of 





CONTENTS OF AIR CONDITIONING FOR COMFORT 





Chapter 1.—Explanation of Terminology. 

Chapter 2.—Instruments of Service in Air Conditioning. 

Chapter 3.—Relation of the Human Body to Air Conditioning. 

Chapter 4.—The Influence of the Type of Heating System Upon Air 
Conditioning. 

Chapter 5.—Heat Transmission Through Building Materials. 

Chapter 6.—Calculations for Air Conditioning Requirements. 

Chapter 7.—Sunshine, Evaporation, Air Leakage and Lighting. 

Chapter 8.—Air Distribution Within Rooms of Cooling Systems. 

Chapter 9.—Controlling the Temperature in Air Conditioning Systems. 


Chapter 10.—Water Circulation in Heating and Cooling Systems. 
Chapter 11.—Air Ducts in Heating and Cooling Systems. 
Chapter 12.—Computations for an Actual Design. 








ANSWERS SCORES OF SUCH QUESTIONS AS THESE: 


—What are the strong points of the different cooling compounds? 
(See page 26) 

—What are the different humidifying devices available?—dehumidify- 
ing devices? (See page 8) 

—What is relation of the human body to temperature— 
moisture — motion — chemicals — radiation — con- 
vection—evaporation—sensible and latent heat? 

(See page 42) 

—What cooling system will work best with the 
various heating installations? (See page 60) 

—How do you calculate air conditioning re- 
quirements? (See chapter 6) 

What is the reasonable temperature and 
humidity for satisfactory artificial 
cooling of living quarters? (See 
table 2) 
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Heating and Ventilating Engineers, and is a consulting 
engineer with an impressive record of large and small 
heating and cooling installations to his credit. Out of 
these achievements has come the exhaustive knowledge 
and qualifying experience which makes Mr. Lewis such 
an admirable choice to write this authoritative book on 
AIR CONDITIONING FOR COMFORT. 


You have the opportunity at last of completely 
informing yourself on the merits of the various air 
conditioning systems. Send us $2.00 and AIR CON- 
DITIONING FOR COMFORT will be mailed you promptly 
—with this additional promise—that if you do not want 
to keep it, you may return it within ten days and we 
will refund your money. 


36 Tables, 94 Figures, Charts and Diagrams in This New Book, 
of Which the Following Are Examples: 


Figure 4—Capillary type of humidifier. 

Figure 11—Diagram of silica gel cycle for removing moisture from air. 
Figure 16—Psychometric chart with comfort zone. 

Figure 21—Utilization of city water for house cooling. 

Figure 25—Coefficients of heat transmission through building materials. 
Figure 42—Heat transmitted by evaporation. 

Figure 54—Layout of a humidity and temperature control system. 
Figure 62—Layout of a simple parallel return heating cooling plant. 
Table 1—Méixtures of air and saturated water vapor. 

Table 36—Conversion Tables. 
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ENDURO Distributors 


BOSTON, MASS Avery & Saul 
BOSTON, MASG......................... Harry L. Doten & Sons 
BROOKLYN, N.Y. ...Katzman & Strober, Inc. 
BUFFALO, N. Y........... Beals, McCarthy & Rogers, Inc. 
BUFFALO, N. VY............... The J. M. & L. A. Osborn Co. 
CHICAGO, ILL........................Chicago Steel-Service Co. 
CINCINNATI, OHIO.............. .The Mitchell Steel Co. 
CLEVELAND, OHIO...The J.M. & L.A. Osborn Co. 
CLEVELAND, OHIO ....Prince & Izant Co. 
CLEVELAND, OHIO..............................Super Steels, Inc. 
COLUMBUS, OHIO................................Vorys Bros., Inc. 
DENVER, COLO...................................Goldberg Brothers 
DETROIT, MICH.......... The J.M. & L. A. Osborn Co. 
GRAND RAPIDS, MICH................... Behler-Young Co. 
HAMMOND, IND............... W.J. Holliday & Company 
INDIANAPOLIS, IND........................-.----.. Tanner & Co. 
KANSAS CITY, MO......... Townley Metal & Hdw. Co. 
LOS ANGELES, CAL............... Ducommun Corporation 
MONTREAL, CANADA........ Jas. W. Pyke & Co., Ltd. 
NEW ORLEANS, LA......... Cahn Bros. and Ryder, Inc. 
PHILADELPHIA, PA...........Fretz Brass & Copper Co. 
PHILADELPHIA, PA.....Hill-Chase & Company, Inc. 
PORTLAND, ORE... .....J. E. Haseltine & Co. 
SAN FRANCISCO... ...Ducommun Corporation 
SAN FRANCISCO.......... Tayler & Spotswood Co., Inc. 
SEATTLE, WASH................ Schwabacher Hardware Co. 
SEATTLE, WASH. ... Seattle Hardware Co. 
ST. LOUIS, MO.................... Hammond Sheet Metal Co. 
ST. PAUL, MINN. Farwell, Ozmun, Kirk & Co, 
TAMPA, EFLA............ Eagle Roofing & Art Metal Works 





Licensed under Chemical Foundation 
Patents Nos. 1316817 and 1339378 


ENDURO 


REPUBLICS PERFECTED 
STAINLESS STEEL 
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eee NOT MAGIC - 
JUST SERVICE 


Long ago Republic saw the handwriting on the wall 





and realized that the broadening scope of usefulness of 
ENDURO Stainless Steel demanded wide distribution 


to make it available without delay. 


That’s why there is no magic today to getting 
ENDURO in many forms in all the larger cities. Just 
an example of Republic Service to industry. 


The list of ENDURO Distributors on this page is 
for your convenience. Write the nearest distributor or 
Republic Sales Office for full information about this 
unusual, never-changing metal, or address a letter to 


us outlining your requirements. 


CENTRAL ALLOY DIVISION e ° MASSILLON, OHIO 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES =QRg>" YOUNGSTOWN, OHIO 
PITTSBURGH SAN FRANCISCO BOSTON $T PAUL LOS ANGELES BUFFALO 
CINCINNATI GRAND RAPIDS TULSA TOLEDO CHICAGO DETROIT BIRMINGHAM CLEVELAND 


NEW YORK INDIANAPOLIS OENVER SEATTLE ST LOUIS DALLAS PHIL ADELPHIA MILWAUKEE 
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The ornamental spire and the batten-seam roof on the Metropolitan M. E. 


Church, Washington, D. C. are so interesting from the sheet metal point of 


view, that we prefer to show them in close up... rather than show the 
church itself. Architect: Sundt & Wenner... General Building Contractor: 
Stofflet and Tillotson. . . Sheet Metal Contractor: Chew-Bittel Company. 
All three of Philadelphia, Pa. 


Revere 
Leadtex... 


sheathes this remarkable spire, 
covers the batten-seam roof 


—_— Leadtex (lead - coated Revere Sheet 
Copper) combines in one material the useful and 
decorative features of two materials: 


It has the workability, light weight, permanence 
and economy of sheet copper. It can be stamped 
in deep relief and great detail. And it has the 


mellow color, the decorative range of lead. 


That’s why 20,000 pounds of Revere Leadtex 
were used for the decorative spire and batten-seam 


roof of the Metropolitan M. E. Church, Wash- 
ington, D. C. 


Jobs like this are continually adding to Revere 
prestige. This, in turn, is building up a real pref- 
erence for Revere products. 

These are advantages to the Sheet Metal Con- 
tractor who uses Revere products. Other impor- 
tant factors that help him secure business are: 
Revere quality, permanence, economy, satisfaction. 

Revere products are readily available at leading 
distributors. 

For further information address Revere Copper 
and Brass Incorporated, 230 Park Ave., New 
York City. 








Revere Copper and Brass 


Revere 






BRASS 





Dallas Division, Chicago, Ill. 


mrevetrers 





COPPER Baltimore Division, Baltimore, Md. 
Taunton New-Bedford Division, Taunton, Mass. Rome Division, Rome, N. Y. 


INCORPORATED 


Michigan Diwision, Detroit, Mich. Higgins Division, Detroit, Mich. 


Executive Orrices:s NEW YORK CITY 


Genera Orrices: Rome, N. Y. 
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‘The nation is with me, Mr. Dealer. I rep- 
resent the heating ideals of the people. 
Here’s my platform: (1) Modern, scien- 
tific design that effects greater fuel 
economy; (2) Quality materials and man- 
ufacture that assure a long term of satis- 
factory service. 











“My past record and my reputation 
“Tae Waren among users and dealers speak for them- 
FROM THE 9 
ne eee selves. We can’t lose. Pledge your support 
rey and I will help stimulate furnace sales 
in your territory. Write for literature.” 


AGRICOLA “Supreme” | 
LEADER OF FURNACES 


AGRICOLA FURNACE C@O., Ine. Gadsden, Alabama 


Offices in Principal Cities 
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This man 


will buy 
COPPER 


Just one experience with metal 


that rusts is enough to convince 


ar 
as 


most people of the sound economy 


te a 
es Bae 
of Copper sheet metal work . . . ”/ a Hi) RE 





The public today is more than ever interested in the performance of 





building materials... more than ever aware that rustable metal work 
is troublesome and expensive. You can capitalize the public interest 
in durable materials, and sell profitable sheet metal jobs of Anaconda 
Copper more easily because of it. Leading sheet metal supply houses 
carry Anaconda Copper in sheets, rolls and Economy strips, and Cop- 


per gutters, leaders, elbows and shoes trade-marked ANACONDA. 





Anato 


; 
ACONDA THE AMERICAN BRASS COMPANY, WATERBURY, CONN. 


from mine to consumer 
(lia ie { 


ANACONDA COPPER 
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Credits, Oil Burners and Firepots 


The slow liquidation of out- 

C di M standing indebtedness which 
re its ust has been one of the most 
noticeable characteristics of 

Be Watched the last three years should 


impress on furnace and 
sheet metal men the importance of watching their 
credit and time payment accounts. In many lines of 
business slow liquidation has been one of the real 
obstacles to new sales and better profits. 

“If a man comes into my store and says he needs 
some new parts for his furnace,” writes one furnace 
man, “my policy is to tell him just what these parts 
will cost and require a down payment sufficient to cover 
the cost of these parts. I'll gamble on the labor, if I 
know the buyer, but I can’t extend my obligations to 
include repair parts.” 

Unquestionably this furnace man is not the only 
one who has adopted a similar policy. The experience 
of most dealers in ordering parts which stand on the 
floor waiting for the buyer to come in, or the trouble 
and delay encountered in getting the money after the 
job is completed has necessitated such stringent policies. 

There is no sound reason why furnace men should 
have to cover slow pay from personal assets when the 
same buyers are accustomed to pay immediately for 
most of the other services or material which they buy 
from stores, garages, and dispensers of commodities. 

Watching credits and compelling the buyer to go 
half way in assuming the risk of delayed payment 
should be looked upon as one development which will 
operate for sounder business in the future. 


, 


. 

There is a surprising num- 

. ber of furnace and sheet 

How About metal contractors, espe- 

. cially in the smaller com- 

Oil Burners munities, now engaged in 

selling oil burners. True, 

most of these furnace men do not sell dozens of burn- 

ers a year, but in the aggregate they constitute a very 
appreciable source of distribution. 

It is safe to say that manufacturers of oil burners 
are aware of this potential sales outlet. These manu- 
facturers may be more impressed or more anxious to 
have strictly oil burner outlets, but the smaller com- 
munities do not offer a sales field large enough for 


many burner dealers. 
A survey recently completed shows that about 60 


per cent of all burners sold today are distributed 
through heating contractors whose individual sales may 
be small, but whose total accounts for this surprising 
percentage. 

“T like to sell burners,” says one furnace man, 
“but I don’t like to be called out of bed in the middle 
of a cold night to tell Mrs. Jones that she forgot to 
order oil and her tank is dry. Besides, I can’t get any 
money for these service calls.” 

The thing this man has overlooked is that each 
sale of a burner equals the profit of a good furnace 
job and that if he wants to make money he should 
expect to give some service in return. He should also 
explain that service costs money. 

Oil burner experience has shown that the heating 
man who understands heating plants and who is not 
afraid to tell Mrs. Smith that-an oil burner won’t heat 
that back room which has always been cold or tell Mr. 
Brown that his floor drafts cannot be cured by the 
burner, but by the addition of another return air, makes 
the very best outlet for satisfactory oil burner sales. 
Too many burners have been sold as cure-alls for cold 
rooms, floor drafts, Johnny’s running nose and so on, 
when the truth is the old system didn't heat and can’t 
be cured by the addition of a burner without other 
changes. 

For the furnace man looking for a product which 
can be sold at a good profit and for a field in which 
his experience and knowledge are valuable an oil burner 
agency should be attractive. 


Sd 


An astonishing number of 
furnace men tell us of calls 
‘to repair furnaces where 
the owner can’t afford to 


Cracked 
Firepots 


buy new parts and insists on 
having the cracks cemented. 

Now we know that cementing cracks is a make- 
shift operation which may last the season through or 
may fall out with the first heavy firing. Nevertheless, 
the owner can’t buy new parts and he must have heat. 

Such a prospect should be told exactly what can 
be expected and an impression established which will 
make the dealer the logical man to call when the cement 
pulls free or the owner gathers enough money to buy 
new parts. 

Such small sales may be sour apples, but they also 
lead to future sales if the contact is correctly estab- 
lished. 
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Hard Lead Cornice 


Crowns 


lbuquerque 


Post Office 


N Albuquerque, New Mexico, 
the new federal post office and 
court house has a hard lead and 

bronze cornice which has been de- 
clared one of the outstanding metal 
contracts of recent months and one 
of the most interesting fabrication 
projects in the southwest. 

The cornice was fabricated and 
erected by. F. B. Phillips, Albuquer- 
que sheet metal contractor, whose 
slogan is “If it is made of sheet 
metal we make it.” Mr. Phillips, 
in addition to his architectural work 
also does ventilation, skylight, tank, 
slate roofing, furnace, restaurant, 
and metal roofing work of all kinds. 

The cornice is interesting because 
it combines hard lead sheets with 
cast bronze ornaments in the soffit 
and special fabrication of the lead 


work. Fabrication and layout was 


done by Mr. Phillips and Eddie 
Graeff, his foreman. 


Mr. Phillips describes the work 
as follows: 

“More than six tons of hard lead 
were used on this job. The orna- 
ments are cast bronze. This is the 
only cornice of its kind in our part 
of the country and has been compli- 
mented highly. No solder or burn- 
ing was done, since all seams were 
locked with the bronze panels 
pressed into position by hand. The 
sheet lead panels of the facia were 
also pressed. No nails were used, 
because all joints were locked and 
all sections were bolted into place. 

“The cornice backup is wood of 
special framing for this job. Look- 
outs are also wood. The roof above 
the cornice is straight barrel mis- 
sion tile. 

“The material used is hard lead 
weighing three pounds to the square 
foot. Sheets were cut in lengths 
suitable for forming and erection, 





The cornice is the distinguishing 

ornamental feature of the rather 

severe architecture. With the deep 

projection and ornamented soffit 

the cornice fulfills its architectural 
mission 


This view shows the bronze orna- 

ments in the soffit and formed 

panels in the facia. The brackets 

and molding course were brake 
and hand formed 





but no sheet was more than four 
feet in length. 

“In forming the sheets we had 
to adjust the brake to accommodate 
the thickness of the lead sheet which 
is a somewhat looser setting than 
that ordinarily used for iron or cop- 
per. Specifications called for bends 
not sharper than the thickness of the 
sheet, so we set the brake to give a 
bend radius equal to the thickness 
of the sheet. 

“Because nailing was prohibited 
and because seams were not burned, 
we had to pay especial attention to 
the seams, cleats and methods of 
locking. We were careful to use 
these cleats in such a manner that 
expansion and contraction were 
taken care of and to see that no 
strain was put on the sheets or 
joints. 

“The sheets were fastened at all 
seams with cleats of 16-ounce soft 
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PART PLAN OF SOFFIT 























The drawing above shows most of 

the details of the various parts of 

the cornice; also the design of the 
members and ornaments 


copper or 3-pound hard lead fas- 
tened, in turn, to the backup by 
copper nails. On horizontal seams 
short cleats are used placed on ap- 
proximately 10-inch centers. On 
vertical seams the cleats are con- 
tinuous and nailed in a similar man- 
ner. The lower edge of the cornice 
was caulked into a stone reglet with 
a continuous cleat of hard lead. 
“All sheets were joined together 
by means of locked seams. In gen- 
eral, these seams had a turnover of 














Putting the finishing touches to the cornice. 
sections were locked as shown in the photographs 





No burning was done since all 


Left is a closeup of the soffit, 

dentil course, and bed molding. 

The bronze ornaments were 

pressed into their panels and 
bolted fast 


about three-quarters of an inch. The 
clearance between the edge of one 
sheet and the bend of the other was 
held at one-eighth of an inch. The 
seams were neatly locked, but not 
hammered down tight. One loop 
was filled with a_ non-hardening 
compound.” 

The photographs and the detail 
drawings show most of the features 
of the design and application. The 
photographs show the general ap- 
pearance of the soffit and fascia as 
it looks from the working scaffold. 

The facia panels, according to 
Mr. Phillips’ description, were all 
shop fabricated with each panel 
formed in one sheet. These panels 
were finished with sufficient metal 
to form the seams at the ends and 
to lock with the molding course be- 
low and the bracket course above. 
These pictures, together with the 
detail drawings, also show how the 
panels of lead were formed to take 
the cast ornaments. 
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W hat Price 


“Tailor Made’ Trunk Ducts? 


NE of the popular objections 
to the trunk line system is 
the expense. Many con- 
tractors, when questioned regard- 
ing an average cost, do not seem to 
have any definite idea of the per 
pound cost of such systems. The 
replies range from 35 to 70c per 
pound and are of course guesses. 
The writer—a practical sheet metal 
worker—offers this article for the 
benefit of who 
have recently entered the air con- 
ditioning and mechanical warm air 
heating field. The average ventila- 
tion contractor is familiar with such 


those contractors 


practice. 

No doubt some readers will ridi- 
cule the practice of figuring or esti- 
mating such work on the pound 


| 


Center Jin 
ot Furnac 








LLL: 


Fig. 1—In designing fan blast systems a good plan is to visit the job and prepare a sketch like this. 


By Platte Overton 


basis, but we will consider the in- 
cluded system on this basis as it is 
average. Where more or less hand 
made fittings are included, the price 
may be increased or reduced. It 
should be understood that the price 
is based on the assumption that first 
class mechanics are employed. 


The Layout Sketch 


The prime requirement is_ the 
right start. We will assume that 
the house is stacked and ready for 
the trunk lines and branches. Our 
furnace being located, the mechanic, 
layout man, or cutter, goes to the 
job and returns with a sketch as 
shown in Figure 1. The sketch 
need not be to scale if the dimension 
lines are correct, but scaled draw- 


Wf yj fp 


2x3 Stock 


\2x3h Stack 
100 C.f.m. 


\ZO C.f.m. 





ings always help and require but 
little more time to make. 

Every item should be indicated 
on the sketch. The joist, plumbing 
and soil pipes, stairways, windows, 
beams, ceiling height, etc., should 
be shown. 

A space is cleared on the shop floor 
and the center lines of the turnace 
are made on the floor with a chalk 
line. As we must have some line 
on the house to work from we will 
use the center of the sill or beam 
for this point. Concrete walls are 
poor guide lines as they are seldom 
smooth and may vary as much as 2 
inches. 

We will assume that the trunk 
line is designed and the dimension 
lines, sizes, etc. are those shown in 





J4x3'6 Stack 
160 C.f.m. 





, S211o 


Center Jine of 
Farngece 


-? 
\4¢x34 Stack 
150 cf.m. 


\4xBh stack 
110 C.4.m. 


|\2*x34 Stack 
80 ¢%.m. 





The registers and 


risers are spotted and distances between branches and main and main and furnace are all placed on the sketch. Note that 
joist directions, furnace location, stairway, chimney, windows, etc., are all given and dimensioned. 





Ww JO} pajuNodde useq sey AdUdZUTJUOD ABAD ‘JooYS e}JeEp poos e wIOI; poiedoid si UZIsap e YSNsS UsyYAA “SMO9ID Ploy 
pue doys jo sduepms pue suoneodyioeds uo0nd0I10 ‘8uI3nd uJsyWed 10} UMOYS 9q UBD SYosaye} YOuLIG puke SUOT}ISUeI} ‘sjuIO[ }e SazIs JONp ‘Adoued se YOnNs splejp ITV 
‘2OURISISOI IO} PoUusIsop st Wo3sAs Je_nonied sty, “doys sy} UI pezIs pue peudisap oq ued wWa}sAs jOnNp s30[duUIOD eB [ sINnsYy UI UMOYS Yd3}9HS 94} YUM—ZS ‘BY 








) 


USILEAD a= - 


i 


TI I ir 
: SM TT 
D ye ucizenrnsi aA Ra ttt 


| 
































/ 
} 


Why} 
Wy HH 























































































































































































































































































































































































































@} = | Lt ht 0) 
WwW + 
; © 
: ine, fee, 6 
c xYS M4 
= ORY, oxZo F 
aoeusnt foaul JalUad 4 hn 0 
~ a 2 ZI xR QxZHpI * ‘ 
5 ts = 2 
7 Lit 
i Yerxv| 01 9x Zo f— Zexw 
bad we ’ Gorpi such HM | aay x Ox7r toaaza 
, was - na a = — 
“= ee ——~ urea fo aul 43,USD 
= MI G je voizpens| a 
ie a. § | | Qx4Yc ates 
s | Ss / - le 
S ae 
@.f} = : “= <= 
+ “ , 
— am = . ~ ~ ; 
9xY/e OL 0 8 y t | . —_— : | 
oxe Aodel 3 hay Ww 
2x7) OF Yer vl { l d | 
4 é ; A \ 
al ial wt +xO| o} Qx49 uolpsued |” @ 71 f 7 \ 
‘ : ipo ae 
S ll MOF| I Hex vl 0}. &xbi | VY }euoljoac FURId | 
% Mod|a &xXbl OL bxol | 
LS 
ra 












16 


AMERICAN ARTISAN 





October, 1932 













































































— m 6-2 ~ | 
‘ f Li . line of 
Center line x | Stack 
of furnace ~ 
1 ‘a , 
= Tr -_ 
| 
lin ee: | stake xt 
‘ £ 
SS ee: ee ‘y — ail . asain 
| m) & 
| Center ine of z o 
| urnace 2 
Center |! ~ 
line on ; 
Sheet | 
1] | 
| == —— S a 
Cae 








—-»\. 


























| ‘ 
| Ss 
‘ol 
mm | Sz, 
| N 9. 
xl | | _| 
ae at SS 


6bx6 











dialcinaieal 











Fig. 3—Ducts need not be costly if common sense is used. The feature of this layout is the soldered joint shown in detail. 
This might be called a modified Pittsburgh lock which eliminates one fold of metal, also heavy pounding to turn and gives 


Fig. 2. 
to equal friction per lineal foot and 
no volume dampers will be required. 
However, they may be installed if 
desired and placed in the branches. 


This trunk line is designed 


Splitter dampers must not be used. 

The basement is only 6’-10” deep 
and 6’-2” is required for head room, 
the trunk duct will be run along 
side of the beam and where the 
branches run to the far side they 
will rise and cross the beam in the 
joist space. The entire system does 
not contain one pattern difficult to 
cut, or beyond the ability of the 
average vocational high school “tin 
shop” pupil. 


Duct Items 


All are simple elbows, transition 
pieces, sweeps, and square ducts. 
The joints are locked with “S” 
locks and drive cleats. The major 
part of the straight ducts will be 
made in four sections due to the 
fact that all dimensions between 
branches are short, but in the case 
of the longer lengths of 6% by 
6-inch and 8 by 6-inch ducts, these 


a rigid and permanent joint 


may be made in one piece with a 
corner lock. 

For these comparatively small 
ducts of light weight gauge, the 
writer recommends the joint shown 
in Fig. 3. The 4” edge is in- 
serted in the double fold and sol- 
dered after the pipe or fitting has 
been squared. The acid is then 
wiped off with a wet rag and we 
have a neat, square corner. The 
lock will not slip and in the event 
of a mistake the edge may be 
opened with a hot iron. For small 
ducts this edge is neater than the 
“Pittsburgh Lock.” Sweating the 
solder in is unnecessary. 

The layout man should check the 
dimensions from time to time to be 
sure that he is right. From the 
plan he may estimate the number 
and length of the “S” and drive 
cleats and the apprentice can make 
them up while the patterns are be- 
ing cut. 

After the various dimension lines 
are established on the floor and the 
length of the various sections are 
calculated, the actual work on the 


fittings and the pipe sections is done 
on the bench. Fig. 3 is the two first 
sections of the trunk duct top start- 
ing at the casing top. The second 
sheet shows the layout of the two 
first branch takeoffs. Every elbow, 
joint, and fitting is to be the correct 
length and no cutting or patching on 
the job will be necessary. 


Duct Design 


Fig. 3 shows the method of 
branch takeoffs for trunk lines de- 
signed to equal friction per lineal 
foot. There are two 6%-inch and 
one 25-inch or a total of 38 inches 
of opening from a 34-inch duct. All 
the branches are made in the same 
manner. 

Where stacks are shop made of 
galvanized iron the fittings are of 
course hand made. If factory made 
stacks are used, the elbows shown 
at “C,” “F,” and “G” will be stock 
fittings. 

Where stacks are between joists 
as over the beam, “S” cleats must 
be used on the long side and drive 


(Continued on page 53) 
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The 


“Ten Best 
Prospects. 


Sales Plan 


“Talk Seasonable 
Items’ is the keynote 
of the October merch- 
andising program. 
Following are a num- 
ber of items which are 


seasonable this month. 


NUMBER of readers have 

A written us that the “Ten 

Best Prospects” sales plan 

is mighty fine, but that they are 

having difficulty sorting out all the 

sales ideas presented and applying 
the ideas to their particular field. 

That situation is exactly what 

this plan was devised to overcome. 

Readers having difficulty coordinat- 


ing sales idea with prospects have 
not grasped the full simplicity of 
this plan. 

What you should do is to take the 
chart and first list the ten indi- 
viduals or firms which you know 
need your services or products and 
who have money. It is useless to 
list prospects these days knowing 
they have no money. 

How will you know whether they 
have money? Well, you must use 


some ingenuity. Have these people 


contracted for improvements around 
their home, have they paid their 
taxes and assessments, have they 
bought a new car, new furniture, 
does their place look as though it 
has been maintained, and so on? 
Of these, probably the last one is 
most useful. Any home or place of 
business which looks run down is 
pretty sure to look so because no 
money has been spent. People with 
even a little money usually don’t let 
their place go to pieces. 


You should have at 
least ten prospects for 
these items or services. 


When you have these ten names 
listed go through the August, Sep- 
tember and October issues and pick 
out the products your survey shows 
these people should need most. 
Then give yourself some secondary 
ammunition by listing the second 
and third most needed item. You 
might also list the most expensive 
first and so on. 

-When the names and items have 
been selected you are ready for 
work, 




















The Products— 








IGHT now most housewives _ talk to the “lady of the house” just — bloomed like a weed and went to 








are doing a lot of work in — after such an experience, the fabri- | seed almost as quickly in the last 

their kitchens. They are cation and sale of stainless steel, four years. The principal reason 
canning and preserving, they are Monel, Allegheny and other types for the decay of this profitable line 
of the shiny, modern sinks would — of work was cut prices by large vol- 






provide work for several months. ume manufacturers. 

Nevertheless, there still remain 
countless radiator heated homes 
where at least the living room or 


| hee dining room radiator should be cov- 
ak = 









z 8 = 
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Fig. 3—Water heaters are needed 

in every home—especially in the 

Spring and Fall. Furnace men can 

sell these items to customers and 
prospects 
























Fig. 1—Metal sinks fabricated from 

modern bright metals meet today’s 

demand for color, appearance and 
utility in the kitchen 









Of course this isn’t possible, but 






contractors can show several photo- 








beginning to cook more elaborate graphs of these sinks in modern, 
meals and for company. During — brightly painted kitchens and so 
these times of rush work in the 2rouse desire. Fall is an excellent 






time to talk kitchen equipment. 





kitchen every antiquated piece of 






equipment shows up in its true light, Dont forget that you can make 






Old sinks, for instance, never look — (rain boards, work tables, also. 






SO woe-begone as they do in the 





Radiator Cabinets 






midst of a rush of kitchen work or 





after cleaning up. Most contractors know full well 
that the business 







If sheet metal contractors could radiator cabinet 





Fig. 2— Radiator 
covers can be 
made a, profitable ered for appearance. In most cases, 
side line if the 
contractor will 








too, these same radiators are the 








concentrate on ones which are unusual in shape, 
odd sizes or ee — 

shapes and build ike the one in the picture, or so 
a substantial and large that stock items can’t be used. 





attractive unit 





For this type of radiator the 
sheet metal man can quickly fabri- 
cate a cabinet that will equal the 
most expensive in appearance and 
possess any coloring or finish. 
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Fig. 4—Controls are always season- 
able, but especially in Fall and Spring 
when control is difficult. This unit 
governs humidity and has outside 
weather synchronization 


Water Heaters 


Most people require large vol- 
umes of hot water. In the spring, 
summer and fall when the heating 
plant is shut down or only working 
a few hours, the task of keeping a 
supply of hot water is a serious 
problem. Of course most folks 
would like to have a gas or oil auto- 
matic unit, but not everyone can 
buy or maintain one. 

For these people one of the small 
hard coal heaters is ideal. It can be 
set in a corner, takes up only a little 
room, is easy to operate and does 
a real job of keeping the water hot. 

There should be no reason why 
the: furnace dealer shouldn't sell 
water heaters. Of course if we 
want to be technical they do go to 
the plumber usually, but frankly 
this is only because plumbers claim 
they have to hook the heater up. 
Unless there is a strict code regulat- 
ing installation, water heaters can 


AMERICAN ARTISAN 


be made a profitable spring and fall 
selling item. 

Right now is one of the two best 
times of the year to sell automatic 
furnace controls, for fall is a hard 
season on the home owner who 
wants heat in the morning and 
evening, but little or no heat during 
the middle of the day. 
especially true with old furnace in- 
stallations where draft and check 
doors may be loose, or the chimney 
clogged with soot and dirt. 

People have read and heard so 
much of automatic heating that even 
though they can’t afford a com- 
pletely new automatic plant, they 
would: like to have a device which 
will maintain a fire despite lack of 
attention and 


This is 


which will relieve 
them of continual watchfulness over 


the furnace. 
Controls 


For the furnace dealer who has 
developed a canvassing organization 
or who does personal selling, these 
automatic devices provide a sales 
item which without question have a 
powerful appeal, and which can be 
sold for comparatively low cost. 

There is on the market practically 
every type of control in so wide a 
range of prices that every home 


owner can be made a 


prospect. 
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There are controls which maintain 
constant room temperatures, others 
hooked to this 
govern every operation of the furn- 


which thermostat 
ace. There are humidity controls 
for washer or humidifying systems 
whether the installation be warm 
air, steam or hot water. 

Typical of the various. controls 
available are the three shown here. 
There are many others. One of 
these controls is for humidity. The 
device is sensitive to the amount of 
moisture in the air and is set to 
maintain a certain percentage. More 
moisture than this shuts off the 
humidifying device; less moisture 
turns -the washer on. 

One of the other illustrations 
shows another humidity control pro- 
viding the same kind of control, and 
illustrating how wide a choice of 
appearance and control is available. 
This particular instrument also has 
a device which is set to correspond 
with the maximum humidity capac- 
ity of the house and the outside 
weather conditions. 

The number and 
thermostats is practically limitless. 


variety of 


Expensive ones and low priced ones 
are on the market. There are 


thermostat motors which do not 
have to be wound; others which are 


entirely hand wound and set. In all 





Fig. 5—Prices on temperature controls have been dropping until now complete 
control, with one or several instruments, can be sold most home owners. The 
advantages of automatic supervision make an interesting and saleable talking point 
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Fig. 6—Humidity controls come in 

several types. Most instruments are 

attractive enough for any room and 

operate through a range which permits 
close control 


of them, constant supervision over 
room temperatures is featured. 
The dealer should also remember 
that one control does not always end 
the sale. Houses with one control 
can frequently use two or more. 
Also combinations of controls can 
be sold to give additional super- 
vision over the heating system. 


Repair Work 


No line of activity followed by 
the sheet metal contractor has re- 
ceived more attention from manu- 
facturers and inventors than the 
field of house, store, commercial 
and factory building repair and re- 
placement work. 

The result is that there are now 
on the market a large number of 
special items which are intended to 
make such repair and maintenance 
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work easier, quicker, more substan- 
tial and profitable. 

The wise contractor will make 
such items @ saleable part of his 
selling program. For instance, in 
hanging gutters emphasis can be 
given the substantial hangers now 
Most home owners can 
such 


available. 
understand how and why 
products will mean better service at 
lower maintenance cost. 

Similarly, store, commercial and 
factory buildings need periodic in- 
spection and usually annual repairs. 
Such repairs can be sold on the basis 
of a continuous service or offered 
free of cost so far as the inspection 
itself and the estimate is concerned. 
There is, of course, the danger of 
being underbid after the estimate is 
given, but this is an ever present 
feature of the contracting business. 

Manufacturers have put on the 
market a large number of sheet 
metal items, such as the flashing re- 
ceiver pictured in Fig. 7 or one of 
the many flashing sections, or spe- 
cial items for structural parts of 
buildings. These items are designed 
to speed and simplify erection and 
to eliminate waste metal in cutting 
and fitting. 

These items also possess features 
of interest to architects and owners. 
These features can be stressed in 
the selling talk and established in 
the prospect’s mind as indicative of 
the contractor’s up-to-dateness. 


Room Heaters 


More than one-half—51 per cent 
to be exact—of all the families in 
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Fig. 8—Devices for making gutter 

hanging and repair more profitable 

abound. Most such devices really 

help to cut costs and increase 

profits. Such devices can also be 
made a sales point 


the country use stoves for heating. 

This is a fact that many of us 
forget or do not know. 

Why these millions of homes use 
stoves despite the apparent advan- 
tages of furnaces is unifhportant— 
the big fact is that this is a tremend- 
ous market which should not be 
overlooked in our efforts to find out 
why we can’t sell furnaces to more 
home owners. 


We can, though, sell these mil- 
lions of families improved types of 
stoves—oil heaters, gas heaters, 
1932 model parlor heaters and so 
on. There are literally dozens of 
these improved heaters on the mar- 
ket. Some will heat one room; 
others will heat several rooms. 
Practically every one has the ad- 
vantage of being cleaner, better 
looking, more comfortable and 


easier to operate than the old fash- 
ioned base-burner. 





Fig. 7—Many ingenious devices are now on the market to make sheet metal repair 
work quicker and more profitable. This flashing receiver is one such item. It is 
applicable to new construction as well as old 








October, 1932 





Because this market is so tre- 
mendous in size every furnace 
dealer can well afford to look over 
his field and see where and how he 
can sell heaters. 


Heat Savers 


Perhaps most of us are tired of 


hearing about economy. Neverthe- 


less, economy is a highly important 
word these days and mention of it 
gains an audience practically any 
place. It follows, then, that the 
dealer who can show a furnace 
owner how to save fuel costs, at the 
same time getting increased comfort 
from his installation, is well along 
the road to a sale. 

One such item is the fuel saver— 
of which there are a number of 
varieties—but all designed to save 
fuel cost by utilizing heat which is 
ordinarily lost. The device shown 
on this page takes the heated gases 
as they pass from the radiator, puts 
these gases through a_ secondary 
radiator around which air is passed 
by a fan. At the same time this air 
is washed and humidified by a water 
spray and then forced into one or 
more rooms. 


Blowers 


Most furnace men know the ad- 
vantages of blowers. We know, too, 
that there are many types and kinds 


a 


Fig. 11—Blowers are finding ready 

sale as a part of forced air and air 

conditioning. Many types are now 

available but the dealer should 

select a line which delivers accord- 

ing to rating, is a and depend- 
able 
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Fig. 9—Room 
heaters are popu- 
lar, in fact in 
smaller communi- 
ties outsell fur- 
naces and boilers. 
That these heat- 
ers can be sold by 
furnace men is 
proved by dealers 


everywhere 
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each designed to produce certain re- 
sults. The blower pictured has pro- 
vision for by-passing air when the 
blower is idle so that the furnace 
can still work by gravity. 

With air conditioning and forced 
air getting more popular every day 
a line of rated blowers is an essen- 
tial sales item for the dealer. 


Conversion Burners 


With the advent of natural gas 
around the country interest in gas 
heat has mounted monthly. Because 
many house owners cannot or will 
not tear out their .present heater, 
conversion burners are finding ready 
sale. Numerous types of burners 
are now on the market, most of 
which are readily applicable to exist- 
ing furnaces. Contractors located 
on natural gas lines should give seri- 
ous thought to selecting a conver- 
sion burner which meets the particu- 
lar needs of their prospects. 


Humidifiers 


Of course humidity is one of the 
most important things we as a trade 
will talk about this winter. With all 
the interest there is in humidity and 
with the enormous amount of ignor- 


te 


Fig. 10—The unit shown to the left 

takes gases after they have passed 

through the furnace and extracts 

heat for the house. In addition the 
unit humidifies 








| 








ance presented by Mr. Average 
Houseowner we will be foolish if 
we don’t make capital out of the 
present interest. 

There are dozens of humidifiers 
on the market. And, also, the most 
interest is centered on the automatic 
humidifier which is set to maintain 


a predetermined water level and a 


a 
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Fig. 12—There 
are almost as 
many conversion 
burners as there 
are furnaces. 
Dealers operating 
in natural gas 
areas should han- 
dle a line of burn- 
ers for the pros- 
pect who wants 
automatic he at 
with his old fur- 
nace 


a 
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predetermined amount of humidity 
in the house. 


"Booster" Fans 


When the fan era first came in we 
did a lot of experimenting with 
small “booster” fans. We put them 
in warm air pipes and in cold air 
pipes. But because we did not know 
very much about what we wanted 
to do or could do, too many of these 
applications proved terrible failures. 

Now, however, when we have 
been through the forced air mill, we 
can see that there is a definite and 
advantageous place for the small 
“booster” fan. As shown in the 
photograph, it can be put in a cold 
air return which is sluggish. A fan 
of this type will also blow air into 
a room which is hard to heat. With 
our present knowledge of baffling, 
dampering, and controlling fan 
operation we should give thought to 
the owner who needs and can buy 
one of these useful units. 


te 


Fig. 183—The humidifier below is 
one of several now used as 
standard equipment and sold 
to customers who want 
automatic operation 


Ventilation 


With the increased optimism in 
business, shops and offices will again 
be in a mood to spend money for 
especially the kind 
of improvements which bring in- 
creased employee production, com- 
fort and health. 

Shop and office ventilation is not 
difficult to contact. Neither is the 
application of small ventilation fans 





improvements 


he 


Fig. 14—We know that small 

“booster” fans can be used in many 

installations to rectify sluggish cir- 

culation on either the cold or warm 

side. Have a line of small fans for 
such remodeling jobs 
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so technical a matter that only an 
engineer should undertake it. 

The contractor who has the time 
or sales force to call on shops, stores 





and offices should be able to build a 
profitable volume in this type of 
work at the expenditure of only a 
small amount of time and money. 
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Marquise 


Sheet metal men have been build- 
ing marquises since the industry 


Manufacturers of Items Shown Are on Page 


graduated from swaddling clothes. 


Most of these canopies were spe- 
cially designed, specially sold and 
specially fabricated. 


Fig. 15—Above is 
shown an office 
with ventilating 
fans which keep 
the air in circula- 
tion and accom- 
plish some cool- 
ing. Contractors 
can profitably 
stress such in- 
stallations to of- 
fice prospects 


a 


Fig. 16—Mar- 
quises are not 
new, but the idea 
of selling stand- 
ardized units to 
chain stores is 
new. Such units 
can be patterned, 
fabricated and 
erected with 
minimum waste 
and at good 
profit. 


Some contractors, wiser than the 
rest, conceived the idea of selling 
marquises on a wholesale basis. The 
prospects they selected were the 
chain stores. Why? 
chain stores as a general rule buy 
or rent buildings pretty much alike 
Why, then, not sell 


Jecause these 


and of a size. 


standardized marquises. They did. 


Roof Repairs 
Many contractors sell a roof and 


“We will 
inspect and recommend repairs for 


gutter inspection service. 


so much a year” is their slogan. 
This kind of business knows prac- 
tically no limitations. 





Fig. 17—Don’t overlook commer- 
cial and public building gutter and 
roof repairs this fall. Now is the 
time such maintenance should be 
made to prevent later costly repairs 
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The Fabricated Steel House— 
Our Answer to Low Cost Housing 


FRAMELESS steel house 
which may ultimately point 


the way to cheaper and bet- 
ter homes is now nearing comple- 
tion in Solon, Ohio, a Cleveland 
suburb. It is being constructed by 
The Insulated Steel Company, of 
Cleveland, in cooperation with the 
American Rolling Mill Company of 
Middletown, Ohio, and Reister and 
Thesmacher, Cleveland sheet metal 
contractors. 

It is believed that the new frame- 
less method of construction is a 
marked advance toward the factory 
production of low-cost homes. As 
the weight of the structure is car- 
ried by the walls, the erection of the 
conventional structural frame is un- 
necessary. 

A large part of the frameless 
steel house was shop _ produced. 
There is no waste, nor field cutting 
nor fitting. The walls are made of 
20 gage steel sheets. Box-like cor- 
rugations, or channels, 2 inches deep 
by 6 inches wide, were pressed 
lengthwise in the sheets to give 
them strength and rigidity. After 


forming, these wall sheets were of 
four different standard widths. This 
provided a certain amount of flexi- 
bility in width adjustment when as- 


sembling walls. Further adjustment 
may be secured by telescoping the 
channels, in which case a hollow 
column is formed in the wall, pro- 
viding extra strength. 


Walls and Floors 


The walls were assembled in large 
sections, room wide and story high, 
with window or door frames in 
place. The welding of the various 
pieces in a section was quickly done. 
The welds are approximately 3- 
inch long, spaced about 12 inches 
apart, and required on the average 
five seconds time per weld. The 
completed wall weighs slightly more 
than two pounds per square foot. 
They were hauled to the job like 
stage scenery. 

The floors are of 18-gage steel. 
The individual floor sheets were 
formed longitudinally in the shape 
of a long “Z.”’ These were lapped 
one over the other and welded to- 
gether, forming a series of metal 
boxes which, though light in weight, 
possess great strength. 

In erecting the house the lower 
floor was completed first. Then the 
first story walls were set in place 
and welded to a foundation cap and 
the floor. The second floor was next 


completed, followed by the second 
story walls, the roof, and the para- 
pet walls. As it was erected a floor at 
a time, no scaffolding nor extension 
ladders were necessary. The union 
of the steel floors and walls, which 
is accomplished by arc welding, 
gives the structure exceptional 
rigidity and strength. Only one 
welding outfit and two workmen 
were employed on the erection 
work. Seventeen tons of steel were 
required to form the “chassis.” 

The exterior of the house is heav- 
ily insulated against heat or cold, 
and is covered with porcelain enam- 
eled shingles. It will never require 
painting, and a bath with the garden 
hose will quickly restore its original 
luster. Other exteriors such as 
stucco or brick may be applied. 

The interior of the wall will be 
finished with gypsum lath, on which 
two coats of plaster will be applied. 
The completed wall is less than 4 
inches in thickness. 

The ceiling will be finished with 
an acoustical tile cemented to the 
lower plane of the steel floor above 
which serves as a plaster base for 
the room below. 

Laminated hardwood floors will 
be laid in the living quarters, while 
linoleum will be used in the kitchen 
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and bath. These are fastened to the 
floor with an asphaltic mastic which 
serves as a sound deadener, a lev- 
eler, and an adhesive. 

A four-ply asphaltic roof will be 
applied over an insulating slab 2 
inches in thickness. As the roof 
will also be the porch, thin pieces of 
slate will be imbedded in the asphalt 
to provide a walking surface. 

Another interesting feature of 
this unusual house is the absence 
of screen doors. The glass in the 
exterior doors -is operated with a 
crank like an automobile window. 
There is a roll screen in the top rail 
which is fastened to the upper edge 
of the glass. 


ered to ventilate the interior, the 


As the glass is low- 


screen rolls down and prevents the 
entrance of insects. 

On the roof a small solarium is 
located, and the remainder of the 
roof area furnishes a safe play- 
ground for small children, away 


from the dangers of automobile 


AMERICAN ARTISAN 


to 
wn 











Architect’s perspective of the fabricated steel house. This type of construction 
can be adopted to all styles of architecture 


be flooded and used as a skating 
rink. 

The house is highly fire resistant. 
It contains no combustible material 
except the wood floors and furnish- 
ings. Moreover, it is rat and ver- 
min proof, there being no place for 
rodents or insects to harbor. 


age, the usual cracking of plaster is 
eliminated. 

This demonstration of the adap- 
tability of sheet metal to low cost 
home construction is not aimed at 
producing a standardized house, but 
to perfect a new method of con- 
struction which can be used to re- 



































traffic. In the winter, the roof can As steel is not subject to shrink- —_ produce almost any type of archi- 
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Details of the various fabricated sections used for walls, floors and supporting members. 


No structural frame is required. 


Note the similarity between floor and wall sections—one way to reduce shop cost 
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tecture. In the future the home 
owner may buy his house somewhat 
in the same manner as he selects his 
car today. At present, the house is 
too well entrenched in sentiment and 
tradition to attempt anything so 
revolutionary, and America would 
probably resent a movement to 
standardize houses. This particular 
flex- 


tvpe of fabrication is so 


ible it be utilized to factory- 
The 


architect can make his drawings ac- 


can 


produce the individual house. 


cording to the owner's desires, de- 
liver his plans to the house factory, 
and supervise the work, as he does 
at present, with far less waste and 
inconvenience. 

Nor does the house under con- 


struction attempt to solve an aes- 
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Wall sections were spot welded into large areas. 
erected and held temporarily in place until wall units were joined. Walls are 
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al bod 


These sections were then 


insulated and covered on the outside with enameled shingles 





The welder is spotting floor sections 
on the foundation. Welds are several 
inches apart 


thetic problem. What represents 
architectural beauty and_ splendid 
arrangement in the mind of one 


person may be repulsive to another. 
Beauty is judged by individualistic 
The flat 
its economy. It 


standards. roof was se- 
lected because of 
may be replaced with a gable roof 
at an additional cost. 

The first edition of the frameless 
house contains seven rooms, 
baths, 


There is a large recreation room, a 


steel 


two and a double garage. 
boiler room and laundry, and other 
the 


the aid of any 


storage rooms in basement. 


Produced without 


specially designed machinery or 


handling equipment, and erected by 
workmen unskilled in the new tech- 
nique, its cost is comparable to 
frame construction. Through the 
experience gained in its erection, 
many new ideas have been devel- 
oped which will still further reduce 
housing costs and improve and sim- 
plify home construction. It will 
soon be possible to complete a home 
of average in a few days’ time. 
The new frameless steel method 
of construction was developed by 
Mills G. Clark, former president of 
the Cleveland Real Estate Board. 





Assembling and welding a wall section having window openings. Shop assembly 


of large sections means reduced cost and erection speed 











“Remodel with 


Sheet Metal’ 


E HAVE tried to be care- 
ful in this series of mer- 
chandising articles to keep 


within practical bounds. As in the 
case of our “Ten Best Prospects” 
selling plan, our desire is to go as 
far as possible in the direction of 
keeping down the cost of any mer- 
chandising effort. We are not un- 
mindful of current conditions; yet 
neither can we overlook the fact 
that two things are true: There are 
always people who have money to 
spend and who are doing some buy- 
ing, and that the man who wants 
to see his volume of business mount 
with the new rise in total business 
volume can’t expect that result if he 
is lying back on his oars completely 
now. 

Every contractor knows his own 
situation. If he has the courage to 
spend what money he can put into 
merchandising, and spend it wisely, 
he will not find it a loss to him. 
And if he finds that he can spare 
no money for merchandising or ad- 
vertising efforts, then he still has 
his own time which should be, and 
under present conditions must be, 
invested in the task of  secur- 
ing some business. Jn this latter 
case, the copy which we have sug- 
gested for various sales letters or 
newspaper advertisements is worthy 
of study. It contains carefully con- 
sidered sales arguments, which can 
be effectively incorporated into his 
conversation with customers or 


prospects. 
Our next step in this “Remodel 


7 


a/ 






We carry on with the 


campaign 


commenced 


in our last issue. Last 


month the selling copy 


was on metal roofs. In 


the article which follows 


we go alter metal ceiling 


business 


‘with Sheet Metal!” campaign takes 


up the subject of steel ceilings, un- 
der which we think, also, of steel 
walls. Before getting into the copy 
angle let’s be sure we are clear as 
to just what we have to meet in 
this job of selling steel ceilings. To 
most people, the idea of the metal 
ceiling suggests those great, deeply- 
embossed squares which used to 
adorn the ceilings of stores, res- 
taurants, etc. But, as was pointed 
out in our 1931 Annual Issue, the 
opening vears of the present cen- 
tury saw a demand for simplifica- 
tion in architecture and decorations. 
The over-elaborate designs of the 
Nineteenth Century went into the 
discard. 


That is true, also, of the steel 
ceiling pattern. Manufacturers now 
offer ceiling metal in small, shallow 
patterns, often far less elaborate and 
much nearer to modern decorative 
ideas than popular wall paper de- 
signs. This, then, is the first thing 
to bear in mind in talking to a pros- 
pect, or in addressing a list of pros- 
pects through the mails, or in classi- 
fied advertising or display space. 
Make sure that your customer un- 
derstands that today’s patterns for 
metal ceilings are as modern as to- 
day’s automobile designs. These 
patterns have been designed to meet 
present-day tastes. And, of course, 
they retain all of the old advantages 
of lasting quality, fire-resistance, 
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My dear Madam: 


Frequently there are two patterns on a ceiling, -- neither 
of which is pleasing to the fastidious housewife. One may be 4 pattern 
of cracks in the plaster, the other a pattern made by the dust as it 
settles on the plaster along the lines of the lathing. In either case, 
an otherwise charming room suffers in appearance. These patterns cannot 
| be altogether guarded against--and when they appear, a cleaning or re- 
| decorating job is in order, expensive in time or in both time and material. 


of cleaning up such a mess. 


venient to you. 





So much for appearances. 
sidered. Cracked plaster holds a threat of danger to the family. A 
great piece of plaster, falling from ceiling height, can inflect severe 
injuries, not to mention the damage to fumiture and the discouraging job 


There are other things to be con- 


On both of these counts--charming appearances, and safety-- 
the housewife may eliminate her difficulties by the application of a 
steel ceiling. Fut on directly over the plaster, such a ceiling may be 
installed in a brief period of a few hours. And in modern steel ceiling 
patterns the housewife will have a choice of design that is smart, the 
individual design befng small. Or it may be had in a continuous pattern 
of the so-called "Spanish plaster” type. 


Once installed, the ceiling will serve the life of the home. 
It is obviously safe. It may be painted to blend in with any color scheme 
--and may be cleaned as easily as a floor surface or @ table-top. Distinc- 
tive designs may be had not only for such rooms of utility as the kitchen 
and the bathroom--but for bed rooms, living rooms, etc. 


One more point is in favor of the steel ceiling--and a high- 
ly important one. It will resist about twice the heat of plaster, for 
about six times the length of time a plaster ceiling will. Such a reduc- 
tion in fire hazard in the home is something to be striven for. 


You will want to see the charming, small patterns in which 
steel ceilings may be had, of course. 
your phone number), I'll be glad to arrange an appointment at a time con- 


If you will telephone me at (here 


Very truly yours, 
ENTERPRISE SHEET METAL COMPANY 








cleanliness, low maintenance, and so 
on. 

Because, in the modern world of 
selling, appearances count for so 
much, we regard this point concern- 
ing the small pattern as one of very 
Proof that ap- 
pearance is a strong selling factor 
is easily seen in the efforts of the 


great importance. 


automobile manufacturers to turn 
out striking designs. You don’t im- 
prove the motor under the hood 
any, even if you do give the hood 
long, sweeping lines so that it looks 
as if a battleship were bearing down 
on you. But the motor under the 
hood is given much less thought by 
buyers than the hood itself. It’s a 
fact of human nature with which it 
is unwise to quarrel. So, appear- 
ances first, in selling the steel ceil- 
ing, and then the fire-resisting qual- 
ities and the other advantages may 
follow after. 


The market for steel ceilings is 
not, of course, limited to homes— 
it will, in fact, be found to have 
large possibilities in stores, shops, 
offices, etc. There are three major 


arguments to be used when appeal- 


ing to the owner of a store or other 
place of business used generally by 
the public. First, we have appear- 
ance. Here again the small mod- 
ern patterns—and the generally im- 
proved patterns—as well as the 
greater cleanliness. Then we have 
the factor of safety. In one of our 
issues we published a reproduction 
of a news story in which a $25,000 
loss was claimed to have been 
caused by the falling of a plastered 
ceiling in a restaurant. A number 





of the patrons were hurt and had 
to be taken to a hospital for treat- 
ment, while there was damage, of 
course, to the furniture and fixtures. 
It is true, perhaps, that we do not 
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Letter for home owners. Below: Three 
small ads for newspapers, programs, 
etc. 


hear of many such accidents—but it 
would take only one to put a small 
business man out of business. The 
third argument with the business 
man is the low cost of maintenance. 
He can paint the steel patterns in 
any desired color, they may be 
washed and kept sparkling. There 
will be no cracks, and the accumula- 
tion of dust, etc., may be easily re- 
moved periodically. 

A fourth argument will be of 
great strength where a_ valuable 
stock of merchandise is kept. This 
will be particularly true if the mer- 
chandise is in a building with other 





| Just about 
this size— 
are the new patterns for 
steel ceilings— suitable 
not only for kitchens 
and bathrooms, but liv- 
ing rooms, bed rooms, 
etc. Phone for partic- 
ulars. 


| Phone 0000 

ENTERPRISE SHEET METAL 
COMPANY 
111 Main St. 














| No more 
| ceiling streaks 


if you instal! modern steel 
ceilings. Small, dainty 
patterns, easily cleaned, 
charming in design. For 
every room in the house. 
Patterns as small as three 
inches square—or contin- 
uous, 
Phone 0000 
ENTERPRISE SHEET METAL 
COMPANY 
111 Main St. 











| 
| Look at 
| the Ceiling! 
Is it cracked .. . streaked? 
You can cover it quickly 
* and economically with a 
- steel ceiling that will last 
as long as the house. Small, 
charming patterns, or a 
continuous one in plaster 
effect. Easily cleaned, wil] 
not crack (or fall down), 
can be painted any color, 
Phone 0000 


| ENTERPRISE SHEET METAL 
| COMPANY 
| 111 Main St. 
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Letter for real estate men. Below: 
Three more small ads for newspapers, 
programs, etc. 
occupants, over whom the store 
owner has no control. Tests have 
shown that the steel ceiling will re- 
sist twice the amount of heat for 
almost six times the period that a 
plaster ceiling will resist it. Thus, 
a fire may be started in some other 
portion of the building that is 
rented to various occupants. Ceil- 
ings and side walls of steel will, by 
the results of this test, serve to re- 
tard the progress of the fire for a 
period sufficient to give the fire- 
fighting forces time to get it under 

control. 


Advertising Copy for Use 


In this article we give several 





Steel for 

ceilings! 
Steel ... durable, safe, fire- 
resisting, easily cleaned, in | 
small, charming patterns. | 
If you're doing over a | 
room—any room—let us | 
show you the economical, | 
lasting qualities of steel for | 
the ceiling. 

Phone 0000 
ENTERPRISE SHEET METAL 


COMPANY 
111 Main St. 














The New 
Ceiling Patterns 


...in steel. .. are designed 
to fit the most charming 
room of the house. Small, a 
wide selection (also con- 
tinuous patterns— such as 
the “Spanish plaster” 
effect), they offer great op- 
portunity if you are going 
to “‘do over” a room. 


Phone 0000 
ENTERPRISE SHEET METAL 
COMPANY 


111 Main St. 

















Plaster cracked? 

Watch it! | 
If it comes down, there'll | 
be a cloud of dust—and 
there may be serious in- 
juries. Prevent the possi- 
ility by installing a steel 
ceiling. Small, charming 
patterns, easily cleaned, 
safe, fire-resisting! 

Phone 0000 
ENTERPRISE SHEET METAL 
COMPANY 
111 Main St. 


| 
| 
| 
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My dear Sir: 


price dow to his liking. 





Under present conditions, no detail can be overlooked in 
studying the problems of renting or selling a residence. A touch of 
distinction here and there gives the real estate operator a positive 
talking point; while points of criticiam will be taken note of quickly 
by the average person interested in trying to get the rental or purchase 


We may live in our own houses with cracked ceilings without 
being greatly conscious of them. But the man or woman looking at a 
home or apartment will see cracked ceilings and they will exert their 
influence in the making of the final decision. 


The house which has a modern steel ceiling has two very 
definite advantages to the eye of the prospective renter or buyer--first, 
appearance. Don’t think of steel ceilings in terms of the old-fashioned, 
foot-square patterns. Patterns are now made in small sizes, as well as 
in continuous designs, as in the case of the "Spanish plaster” finish. 
The second advantage is in the absence of unsightly cracks. 


Two other advantages may be mentioned. Steel ceilings require 
very little in the way of maintenance. 
it. The other additional advantage is in its qualities as a fire-resistant. 
Tests have shown that such a ceiling (and the same is true when steel is 
used for walls) will resist twice as much heat approximately six times 
longer than will a plaster ceiling. 


I'd like very much to talk the matter over with you in connec- 
tion with any of your present properties. At every point--economy in 
maintenance, safety, appearances--you will find it of interest, particularly 
under present conditions. Just phone me at (your telephone number here) 
and I will be glad to arrange an appointment at your convenience. 


It is cleaned by merely washing 


Very truly yours, 
ENTERPRISE SHZET METAL COMPANY 








sales letters for use in promoting 
steel ceiling sales. In addition to 
this we have prepared a number of 
small newspaper advertisements, of 
a size suitable also for use in classi- 
fied directories or sections, pro- 
grams, etc. Small space, properly 
used, has been proven to have great 
drawing power. It costs but little 
and enables the contractor who does 
not have a great deal of money to 
spend on advertising to keep his 
name consistently before his public. 

In preparing this advertising copy 
we have made use of the accepted 
sales arguments as to fire-resisting 
qualities, long life, ease of clean- 
ing, style, safety. The contractor 
who is conducting an advertising 
campaign can not do better than to 
study these sales arguments and ex- 
pand them for use in talking to his 
prospects. 

A further method by which ad- 
vertising copy is made more ef- 
fective is to use window displays 


which tie in directly with the copy. 
For example, in order to visualize 
the idea that the smaller pattern is 
now available, a single pattern 
square might be mounted on heavy 
cardboard. Some method would 
then be devised to indicate the meas- 
Suppose the square is 
three inches each way. Two rulers 
mounted along the horizontal and 


urements. 


the vertical edges would have heavy 
red lines run out from the 3 inch 
markings on the rulers, onto the 
cardboard, with the measurement 
each way indicated heavily. A brief 
sales message on the cardboard 
would complete an easily-under- 
stood demonstration of the fact that 
the newer patterns in steel ceilings 
may be had in these smaller sizes. 
A neat arrangement of pattern se- 
lections would complete the picture. 
Note how the same idea has been 
used in one of the small advertise- 
ments. 


' 
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Frank Limbach Sells Ceilings To 


Architects, Contractors, Home 


N PITTSBURGH, 


vania, the story of metal ceilings, 


Pennsyl- 


is being impressed on architects, 
contractors and home, commercial 
and industrial building owners by 
several metal ceiling specialists. 
Some of these firms have been spe- 
cializing in ceiling work since be- 
fore 1900. 

A leader in this class of metal 
work is Frank Limbach, who oper- 
ates under his own name and who 
has established an excellent reputa- 
tion for the success he has made in 
selling ceilings to such persons (like 
architects) who ordinarily are con- 
sidered impossible to interest, let 
alone sell. 

While direct mail of several types 
is used in the Limbach sales pro- 
gram, the principal selling effort is 
contact 


concentrated on personal 


a 


At the top of the page is a typical 
Limbach church application. Such 
rooms will take large patterns, heavy 
moldings and specials. The walls are 
also metal. 


with individuals who buy or who 
recommend or control buying. 
Most of the direct mail used 


consists of broadsides and circulars 


“WHERE TO BUY IT” 





Ceilings. 


Acoust: Celotee Co 2220 W Liberty av. LO cust-2911 
Empire Met/bCelling Co 
221 Beltzhoover.EV erglarte-C410 


Feilars N M229 Ist av.........7... CO urt-4233 
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Keystone Metal Ceiling Co 
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CEILINGS 


Homes—Stores—Theatres 
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Ceilings—Metal 


EMPIRE METAL CEILING CO 
Agents for 
Wheeling Corrugating Co. 
Metal Ceilings : 
Expert Erectors of Stee Ceilings 
and Side Walls - Hardware 
Res. CA rick 3415-T 
2°21 Beltzhoover Ave........ EV «rglade-€410 
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The nearest, plumber is listed 
inthe Classified Directory. 
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supplied by metal ceiling manufac- 
turers for their distributors. For 
example, one of the folders now 
being used is the one shown in two 
illustrations. The outside fold car- 
ries the scare title “Disaster With 
Plaster.” Inside the story of the 
many available patterns and designs 
of metal is told by pictures and 
text. 

Letters are also used, usually 
written to appeal directly to one 
class of receiver as, for instance, 
store building owners. 

Most reliance, however, is placed 
upon personal solicitation, made 
either on direct leads or on general 
canvassing. According to the firm 
the following are the sources of 
leads and sales arranged in accord- 
ance with the number and amount 
of return secured. 

1. Covering prospects for store, 


a 


To the left is a section of the Pitts- 
burgh classified telephone directory 
which Mr. Limbach reports gets excel- 
lent results as an advertising medium. 
This contractor buys large listing 
space, 
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churches, clubs, lodges, commercial 
buildings of all types through build- 
ing reports, building exchange or 
construction digest papers and re- 
ports. 

2. Constant contact with general 
contractors and architects through- 
out the territory. 

3. Circularizing home owners, es- 
pecially of old homes, and owners 
of all types of buildings with direct 
mail, circulars, letters, etc. 

4. Classified telephone advertis- 
ing for home, store and theater or 
church work. 


Salesmen Followup 


Constant contact with architects, 
builders and contractors is main- 
tained both by following up leads 
through the exchanges mentioned 
or by periodic calls even though no 
direct business is in prospect. This 
“social” sales promotion has shown 
excellent results for the firm’s ef- 
forts. It has also brought out the 
interesting point that “social” con- 
tacts oftentimes get contracts de- 
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Scare literature is used with good results. This three-fold piece, as the slogan 
indicates, sounds the warning of disaster from falling plaster 


spite lower bids or other competi- 
tion. 

The various reports of new and 
remodeling work received are care- 
fully followed up. Usually, the 
firm states these reports are re- 
ceived early enough to permit a rep- 
resentative calling on the buyer, 
architect or contractor before actual 
bids have been accepted. 

An interesting practice followed 
by the firm is the periodic canvass- 
ing of both business and residential 








a 


Manufacturers’ di- 
rect mail litera- 
ture is used as far 
t| as possible by Mr. 
Limbach. This is 
one page of a 
mailing piece suit- 





More than one-half of those injured in 
the gas explosion of November 14, 1927, 
were hurt by falling plaster. 


Plaster is unsafe. The constant vibration 


traffic puts a strain on your plaster ceiling 
that it cannot long withstand. 


When you consider that plaster weighs 
from 8 to 10 pounds per square foot you 
can appreciate why it frequently causes 
serious injury. To plaster your ceiling is 
to invite trouble. owner. 











Safety and Beauty with Metal 


Metal ceilings in the heart of the explosion 
district remained undamaged. here? 
With a metal ceiling, which is easily in- 
stalled over an old plaster ceiling, you have 
of a building due to our present heavy a positive assurance of safety and perma- 
ntnce with the added advantage of beauty Ww 


and low maintenance cost. 


Metal ceilings are more attractive and 
durable than any other type of ceiling finish. 
They are very moderate in cost and give 
the greatest possible value to the home 


Frank Limbach 


1722 East Ohio Street 
Phone, Cedar CM N. S. Pittsburgh, Pa. 
Ser? 


able for owners 
of large houses. 
Do you use the 
appeals set forth 














districts by salesmen whose job 
is to walk into and out of stores, 
shops, buildings and call on home 
owners. The purpose is to look 
over all classes of buildings and see 
where metal ceilings might be 
profitably purchased. The firm re- 
ports that some surprisingly large 
and satisfactory installations have 
been secured through this canvass- 
ing without the help of any prelim- 
inary information. 


The Pittsburgh Market 


The contractors selling metal ceil- 
ings in Pittsburgh have done a good 
job of educating architects and con- 
tractors. Practically every architect 
and contractor has been placed on 
the mailing list to receive all the di- 
rect mail matter published by the 
ceiling manufacturers. 

Fireproof construction has dug 
rather deeply into metal ceiling 
sales to owners and architects of all 
types of commercial buildings. Be- 
cause of decreased sales to this 
field the firm has shifted a part of 
its sales program to efforts in the 
residential field particularly the 
owners of old houses. 

Among the many types of build- 
ings in which the firm has installed 
metal ceilings are stores and shops 
of all types, churches, schools, halls, 
houses, and public buildings. Chang- 
ing styles in public demand has been 
met by advocating the newer and 
smaller patterns of metal, although 
the firm reports « very definite field 
for the large pattern, heavy design 
ceiling. 
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66 have erected metal 

ceilings in more than 

2,000 rooms in homes, 
including kitchens, dining rooms, 
and living rooms, in the 
past year, in addition to our repair 
and remodeling work in commer- 
cial establishments, particularly old 


buildings.” 


bedrooms 


This quotation, in a sentence, out- 
lines the success the firm of Henn 
and Parker of Harrison, New Jer- 
sey, has had with the idea of selling 
metal ceilings. 

The basis upon which this vol- 
ume of work has been established 
is the fact that owners of homes 
and commercial establishments can 
be shown that metal ceilings bring 
permanence, economy, fire safety, 

good appearance, sanitation, 
freedom from falling plaster. 

Henn and Parker specialize in 
ceiling work. They firmly believe 
in the sales and profit possibilities 
of this field of installation. 
tablish 


and 


To es- 
the volume of ceiling work 
completed last year, the firm has 
had to develop a sales story which 
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pared and specially coordinated 


pieces of direct mail matter. 

The firm has built up a mailing 
list of some 3,500 names. These 
names were secured from the com- 
pany’s books and include all former 
or live customers, all prospects or 
persons for whom bids have been 
prepared. Additional names are 
secured from local tax assessment 
offices, from the library and from 


PARKER, Inc. 
\ 
knw 





brings a high percentage of orders 
for sales effort expended. 

The firm’s sales efforts are based 
upon two classes of activity. The 
first is the use of letters directed 
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The letter to 

home owners 
stresses safety, 
economy, appear- 
ance 
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all real estate board’s listings. The 
reason for using names from such 
diversified sources lies in the fact 
that special efforts are made to get 
property owners and real estate 
firms who have renting and selling 
lists. 

These lists are checked  thor- 
oughly each year. In addition, 
additions are made from time to 
time as new customers or new firms 
appear. 


How Letters Are Used 


Samples of the letters used are 
shown in the illustrations. These 
three letters are directed as shown 
to home owners, to nearby boards 
of education for school work, and 
to real estate operators. The let- 
ters indicate that the special prob- 
lems of each type of prospect have 
been studied and that the letter is 
designed to show how metal ceilings 
overcome these problems. 

For example, in the letter to real- 
tors, emphasis is laid on how shabby 
ceilings prevent rentals or sales and 
points out how such ceilings pro- 
duce good appearance at an econom- 
ical expenditure. 

The letter to boards of education 
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This living room shows the attractiveness of the small patterned ceilings recom- 
mended by Henn and Parker 


carries some results which show the 
added fire resistance of metal and 
emphasizes the point that metal re- 
placement can be made without loss 
of time or room service. 

Another illustration shows two 
calendars which are mailed to home 
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Here are the two calendars used by Henn and Parker. The left one is given 
home owners and contains a set of recipes. The right one goes to architects, 
contractors and realtors 


owners and realtors. The home 
owner calendar contains, inside one 
of the folds, a valuable set of 
cookery recipes. These calendars 
are sent to prospects and are also 
mailed out each year to old custom- 
ers. So valuable has this calendar 
proved that requests are constantly 
received stating that the owner 
would like a new calendar or has 
not received the latest one. 


Calendar Mailing 


The other calendar, which is also 
a daily memorandum, is sent to 
architects as well as realtors, and 
contractors doing remodeling work. 
This memorandum has also proved 
highly acceptable and draws re- 
quests for the latest issue each year. 

The primary purpose of these 
letters and calendars is to keep the 
firm’s name always before the buy- 
ing public. While these mailing 
efforts serve to remind owners and 
buyers of the advantages of metal 
ceilings, direct mail is not counted 
on to carry all the selling load. 
Salesmen’s calls and constant direct 
solicitation are also used. 

Just what are the selling features 
used is well explained in the words 
of Mr. John Henn, Jr., president of 
Henn and Parker, when he says: 
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METAL CEILINGS & J-M ASBESTOS WALL TILE 


HENN & PARKER, Inc. 
9 HAMILTON STREET 


HARRISON NEW JERSEY 


Board of Rducation, 


Gentlemen: 


Now that the time for considering the repairing and 
patching of plaster ceilings in school houses is at 
hand, we wish to call your attention to the idea of 
applying a steel ceiling over the old plaster. This 


ESsex 2.5367 


a 


Boards of educa- 
tion receive this 
letter. Quite a 


occupants of the room and falling plaster. 


STARL CRILING 


repairse 


old ceilings. 


Very truly yours, 
YRNN AND PAPKAR, 





“In selling home owners, we 


stress permanence, economy, fire 
safety, appearance, sanitation and 
the freedom from danger of falling 
plaster. We also stress our ability 
to erect metal inj an ordinary six 
room house in two hours without 
any dirt and inconvenience to the 


housewife. 
Extending the Application 


“Years ago most of cur calls 
from home owners were for metal 
ceiling in the kitchen. ‘To these 
customers we gradually sold the 
idea of using small, artistically de- 
signed, patterns in living rooms, 
parlors and bedrooms. It was a dif- 
ficult job at first because most own- 
ers were prejudiced against having 
metal ceiling in any room but the 
kitchen. We firmly believe there is 
an unlimited field for metal ceiling 
in homes. 


“We use about the same type of 


sales talk with contractors, store 
owners and apartment building 


owners, stressing permanence, econ- 
omy, fire safety, appearance, sani- 
tation and freedom from danger of 
falling plaster. 

“It is our experience that the 
higher type of architect has become 
disinterested in the application of 


is done at a reasonable cost without remcving the plaster 
and eliminates further cost of repairing and patching. 
Most imrortant is the elimination of the danger to the 


TNCe 


volume of work 
has been secured 
in schools. Notice 
the appeals used 


The application cof the steel ceiling requires little time 
and can be accomplished with practically no interruption 
to the use of the room in cases where it is necessary to 
repair a ceiling while school is in session. 


A Fire Test at Cclumbia University Testing Station revealod- WwW 
PLASTAR CRILING remained in place 12 minutes arainst 849°Pah. 
i] * ile, allie 7 1366°F 


Ovah. 


Réonomy and safety indicate the advisability of the use of 
steel ceiling in school rooms where the old ceiling needs 


Wea will be pleased to submit estimates of cost of steel 
ceiling in any cases where you find it necessary to repair 





metal ceilings because of the class 
of work most metal ceiling con- 
tractors are doing. We are handi- 
capped because of this, and we 
strive to make every ceiling a first 
class job. 

“We believe in preaching ‘serv- 
ice’ and ‘quality’ with low cost and 
make an earnest endeavor to please. 
Our slogan, which is on our cal- 


le 
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This ceiling and also metal walls were erected in an architect’s office. 
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endar and memorandum, is ‘Where 
Fulfilled” We 


carry this out 100%. 


the Promise Is 


“We strive to keep our name al- 
ways before the public, so that 
when anyone needs a ceiling, they 
will connect ceiling with the name 
of Henn and Parker, Inc., and call 
on us. 

“Most of our work is received 
through recommendation from our 
old customers.” 

How diversified is the field cov- 
ered by this firm’s selling efforts is 
well illustrated by the photographs 
showing metal ceilings in_ stores, 
homes and commercial establish- 
ments. 


Selecting Patterns 


Probably one of the interesting 
features of the operation is the 
stress laid on selecting patterns 
suitable for the work under discus- 
Large patterns are used in 
establishments, while 
the smaller and shallower patterns 


sion. 


commercial 


are recommended for homes, small 
offices, schools and shops. 

Important, also, is the policy of 
making every installation so good 
and so satisfactory that the buyer 
becomes a2 booster for metal ceilings 
and for the Henn and Parker 
service. 


Quite 


attractive, you'll agree 
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Lowest Prices 
THE PRESSURETROL Ever Offered 


DM costco test rotons presents a new line of limit 
controls with improved performance at the LOWEST PRICES 
EVER OFFERED. These amazing price reductions (approximately 


50 per cent) are made possible by simplified and standardized design 





without sacrifice of the traditional Minneapolis-Honeywell quality. 
The rugged simplicity, extreme accuracy, close operating differential, 
visible scales, outside setting and leveling and locking devices, insure 
efficient operation, complete satisfaction and full protection for your 


burner. Their new low prices enable you to include limit controls on 





THE SURFACE AQUASTAT every job, large or small, old or new. Minneapolis-Honeywell Regu- 
For hot water systems lator Company. Executive Offices, 2726 Fourth Avenue South, Minne- 


apolis, Minnesota. Factories: Minneapolis and Elkhart and Wabash, 


Indiana. 


Branch and Distributing Offices: Boston - Provi- 
dence - Lowell - Springfield - Chicago - Peoria 
Cleveland - Detroit - Milwaukee  -Madison 
Duluth - New York City - Hartford - Bloom- 
field - Syracuse - Philadelphia - Baltimore 
St. Louis - Indianapolis - San Francisco - To- 
ronto - Montreal - Los Angeles - Denver 
Wichita - Portland - Worcester - Grand Rapids 
Jackson - Kansas City - Butte - Buffalo - Nia- 
gara Falls - Akron - Cincinnati - Dayton - To- 
ledo - Youngstown - Portland - Pittsburgh 
Allentown - Washington - Salt Lake City. 
Canada: Minneapolis Honeywell Regulator Co., 
Limited, Toronto and Montreal. Export: New 


THE VAPORSTAT York City. Cable Address: “Laboramus.” 


For vapor systems 


MINNEAPOLIS-HONE YWELL THE AIRSTAT 


Con tr ol Sys tems For warm air systems 
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Humidification will unquestionably be one of the most dis- 
cussed subjects of the coming heating season. Old customers 
and new prospects will insist on knowing what you can give them; 
what equipment must be used; how much humidification will 
cost. Strangely enough, humidification is one of the subjects 
on which we talk a lot and actually know least about. This arti- 
cle is the first of a series which will give you complete informa- 
tion on humidity. Mr. Tomlinson will work with the Research 
Residence staff to develop the facts. Some entirely new ideas 


will also be presented. 


Principles of Humidification 


By Malcolm Tomlinson 


EFORE we consider humidification—the art of 
B putting water into dry air—a clear concept of 
air and humidity is needed. 

The oxygen absorbed along with air sustains life 
for human beings and animals. In their turn all liv- 
ing creatures give off carbon, dioxide. This gas is 
promptly decomposed by the sun’s rays. Oxygen is 
thus liberated. To complete the cycle the decomposi- 
tion which sets in, when life ceases, produces nitrogen. 
The air; which normally consists of about 75 per cent 
nitrogen, 23 per cent oxygen, 0.04 per cent carbon 
dioxide and traces of the rarer gases; is thus renewed. 

Quite naturally air picks up impurities such as 
dusts, bacteria and odors. It also forms a distinct 
mixture with water vapor, by diffusion, just as ink 
mixes with water. When common table salt is stirred 
into pure water a point is reached, dependent on the 
temperature of the mixture, beyond which no more 
salt is dissolved. In the same manner, also dependent 
on temperature, there is a limit beyond which air does 
not mix with water vapor. This limit, known as the 
saturation point or 100 per cent. relative humidity, 
is shown in Fig. 1. 


Saturation Point 


This saturation point is the source of a great deal 
of trouble for those who would humidify. Special 
care must be taken not to humidify too much for, at 
100 per cent relative humidity, any water vapor in 
excess of that required for saturation is sure to con- 
dense out of the air in the form of rain or fog. This 
is not all. Even at humidities somewhat lower than 
100 per cent moisture is quite likely to condense out 
of the air on ceilings, walls and furniture. 

When water vapor in the air mixture is less than 
that required for saturation the ratio of the water 
vapor present to the amount needed for saturation 
gives the per cent relative humidity. Suppose 20 


grains of moisture are mixed with each pound of dry 


air and that 80 grains are necessary for a saturated 
mixture at the prevailing temperature. Then 
20 : 80 = X : 100 per cent 
20 100 
or X = ——— = 25% rel. hum. 
80 

This calculation can be duplicated graphically on 
the psychrometric chart in Fig. 1 where the relative 
humidity lines slant towards the right hand side of the 
chart. The absolute humidity, on the other hand, is 
not a ratio but is the amount of water vapor present 
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60 70 fo 

Ory Bulb Temp., 069. 
Fig. 1—Tomlinson Psychrometric Chart. When the dry 
bulb and relative humidity are known, the wet bulb and dew 
point are easily found. The heavy line shows a typical 
condition 











AMERICAN ARTISAN , 
Automatic Heat 
Air Conditioning Dealer 
38 Section 





+ 








S 
S 


r 





S 





Te/ryperasiuse, Deg. ~ 
& 






































m "A 

RG 52 136 740 /44 L483 42 [56 
Volume -Cu.Frf lb. Ory Air 

Fig. 2—The amount of moisture in the air determines the 

volume of the air. Adding moisture increases the volume 


for a fixed temperature. The three lines show this increase 
in volume 





irrespective of the temperature, pressure or relative 
humidity. 

Thus, for the preceding problem, the absolute 
humidity is 20 grains per Ib. of dry air. As there are 
7,000 grains in a pound we may express this result as 

20 
——— or 0.00286 Ibs. per Ib. dry air. 
7,000 
humidity for saturation is 80 grains, or 0.0114 Ibs., per 
lb. dry air. 

In Fig. 1 the absolute humidity is one of the left 
hand indexes. 

It is now possible to convert the pounds of dry 
air into volume (cu. ft. per Ib. dry air) by consult- 
ing Fig. 2. Such conversion is only done, in air con- 
ditioning calculations, when the figuring is finished 
so as to eliminate the extra work involved in con- 
stantly changing air volumes as the temperature 
changes. A pound of air-dry remains a pound irre- 
spective of the temperature. 


The absolute 


How We Humidify 


We are now in a position to humidify. To do 
this it is only necessary to learn how to put water into 
the vapor form so that it will mix with the air by dif- 
fusion. At first glance this appears an extremely 
simple problem but, as so often happens, simple prob- 
lems are usually hard to solve. 

There are four general methods now used to meet 
this problem. The oldest depends on the temperature 
of the room to vaporize water in open vessels. <A 
second is similar to the first except that heat is ap- 
plied either to the outside surface of the vessel or 
directly to the water in order to keep the water at 
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a higher temperature level. A third is a motor 
driven disk. A fine stream of water, under pressure, 
is driven against this disk as it revolves at a high speed. 
The rough surface of the disk breaks up this water 
stream into fine particles and throws the water off 
into the surrounding atmosphere in the form of a mist. 
In this method, as in the first, the heat in the surround- 
ing air must effect any evaporation that occurs. The 
fourth uses spray nozzles, operated by air or water 
pressure, which also turns the water stream into a fine 
mist. Through variations in design the fineness of 
the water mist, the width of the “spray” and the dis- 
tance which the “spray” travels can be controlled. Again 
the temperature of the surrounding air must be de- 
pended upon for vaporization. The last method is 
used in air washers to saturate the incoming air. Be- 
yond the spray chamber the moistened air passes 
through heaters which raise its temperature to the de- 
sired point and thus lower its relative humidity from 
100 per cent to the per cent wanted. 

The question naturally arises as to the compara- 
tive merits of these four systems. This question will 
be answered clearly in the article to appear next month. 

It is now possible to discuss mistaken concepts 
regarding humidification. The first one which we will 
consider is concerned with how evaporation takes place 
and what is necessary to vaporize water. 


The Fallacy of 40 Per cent R. H. 


The rate of evaporation depends on four factors: 
1. The area which the water presents to the air, as in 
pans or other open vessels. 2. The dry bulb tempera- 
ture of the air immediately above water. 3. The wet 
bulb temperature of the air immediately above the water. 
4. The rate at which the air moves over the water. Of 
these the second and third factors can be combined 
into a single factor—the difference between the dry and 
wet bulb temperatures. This difference is known as 
the wet bulb depression. It is interesting to note that 
this wet bulb depression, together with the dry bulb 
temperature, is a measure of the relative humidity. 

These factors may be picked out, very easily, on 
the psychrometric chart in Fig. 1. The dry bulbs are 
indexed at the bottom of the chart and follow the ver- 
tical lines through the chart. The wet bulb tempera- 
tures follow slightly curved lines which originate on 
the saturation line and move to the right. The point 
of origin for any wet bulb line is the intersection of 
the saturation line with the dry bulb temperature line, 
which has the same temperature as the wet bulb. In 
other words, the dry bulb and wet bulb temperatures 
are exactly identical at saturation or 100 per cent rel- 
ative humidity. If, for example, the dry bulb is 90 
deg. F. and the relative humidity is 40 per cent, the 
wet bulb is found by following the 90 deg. dry bulb 
line until it intersects with the 40 per cent relative 
humidity curve. The correct wet bulb will be the 
wet bulb line that intersects at this same point. The 
wet bulb sought is 72 deg. The wet bulb depression is, 
then, the difference between 90 and 72, or 18 degrees. 
As this depression grows smaller, the rate of evapora- 
tion decreases. Therefore a high rate of evaporation 
is obtained by a large wet bulb depression. 

Certain conclusions may readily be drawn from 
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these relations. lor continuous evaporation heat must 
be applied in order to keep a constant wet bulb de- 
pression, and, to obtain a high rate of vaporation, the 
liquid must be held at a temperature equivalent to, or 
above, the boiling point. Also controlled air motion 
must be provided to move the vapor from the liquid 
surface as fast as it is formed. 


Evaporation Depends on Five Factors 


It is commonly believed that a fixed minimum 
relative humidity, generally stated as 40 per cent, 
should be maintained during the heating season for 
comfort. There are two reasons why this belief is 
wrong. In the first place no conclusive evidence has 
been produced to indicate the minimum relative humid- 
ity for human comfort. Research data for 30 per cent 
and for 20 per cent relative humidity are extremely 
meager and are not sufficient for any conclusions. 

Some air conditioning engineers insist that 40 per 
cent is the minimum limit. Others point out that the 
Arabs have lived under desert conditions (about 10 
per cent relative humidity) for centuries, that tubercu- 
losis is still treated by the use of dry climates and that 
the research information at low humidities must be 
completed before a minimum humidity can be de- 
termined. 

In the second place, maintenance of a constant 
relative humidity, say 40 per cent, is sure to result in 
condensation on walls and inside of building materials, 
in climates where humidity and temperature changes 
are quite marked, and in houses where glass and wall 
heat losses are so high that the dew point is reached 
at relatively high inside temperatures during cold 
weather. The destructive and objectionable effects of 
moisture on windows, plaster and wall paper are too 
well known for anyone to take such chances. 
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Fig. 3—Comfort requirements change with the season of 

the year. The zones shown are recommended by the 

A. S. H. & V. E. committee on comfort. Note that three 
zones—not one—should be understood. 
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Fig. 4—Comfort requirements also change with the speed 

at which the air moves. As the air velocity rises we are 

able to stand higher temperatures. This chart is valuable 

for forced air installations which must be handled differ- 
ently from gravity 


A third misconception is that no changes in build- 
ings are necessary when humidification equipment is 
put in operation in an old building. Artificial condi- 
tioning of air is impossible if windows are not kept 
closed, if the infiltration of air through cracks around 
doors and windows is not reduced and if windows are 
not provided with storm sash. These may be con- 
sidered minimum requirements and it is possible that 
walls and roofs may have to be insulated also. No one 
can afford to air condition the outside atmosphere or 
to have moisture attack materials in buildings. Fur- 
thermore the need for insulation increases with the per 
cent relative humidity maintained. 


Importance of Humidity 


Since there is a possibility that humidities below 
40 per cent may prove satisfactory for some climates 
someone is likely to suggest that humidification is not 
necessary at all. This is not a logical conclusion from 
the above discussion. Humidification insures a marked 
reduction in the dust and bacteria content of air, elimi- 
nates odors, does away with the dangers to human 
beings and furniture from excessively dry air, gives a 
bouyant feeling that drives away fatigue and makes 
sleep possible in hot weather. Of course a lower min- 
imum for humidification would be an advantage, to 
both the contractor and to the user, in that operating 
expenses would be lowered. 

There is also considerable misapprehension as to 
what the comfort data really indicate. The general 
impression has been given that we need to be cool to 
be comfortable. At the same time most of us, in hot 
or humid weather, are thankful when the oppressive 
heat or humidity is reduced. While there is an adver- 
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tising feature in “cold” air, it is altogether possible 
that the difference in operating costs will be sufficient 
to influence most people away from the idea of coolness. 


Practical Comfort Charts 


Recently a committee of the American Society of 
Heating and Ventilating Engineers reviewed the com- 
fort data and made certain recommendations with a 
view towards clarity. Their recommendations are em- 
bodied in Figs. 3 and 4 and in Table 1. They would 
limit the relative humidity furnished for human com- 
fort to the range between 30 and 70 per cent, provide 
three comfort zones to meet winter, spring and fall and 
summer conditions and would set up a standard for 
indoor atmospheres under various outdoor conditions 
in the summer. An examination of these data will 
prove helpful in establishing more definite procedure 
in furnishing comfort. 


Table 1 is as follows: 


TABLE 1. 


Desirable Indoor Conditions to Meet Outside Summer 
Weather (Exposure less than 3 hrs.) 


Inside Air 
Outside. Temp. Dry Bulb Rel. Hum. 
Deg. F. Deg. F. % 
95 80 45 
90 78 48 
85 76.5 52 
80 75 52 
‘ps 73.5 BT 
70 72 60 


This table has been provided particularly for the 
air conditioned commercial buildings such as theatres, 
department stores, restaurants and public buildings. 
In these establishments such a balance against fluctuat- 
ing outside temperatures, in hot weather, is needed to 
avoid severe physical shock to those leaving the build- 
ings so conditioned. 

The purpose in presenting this chart is to show 
what the practice is under commercial conditions and 
to bring out the point that similar practice may be 
needed in the home. Therefore, a fixed humidity, on 
the basis of balance alone, is not so good. This fact 
leads to the conclusion that the user of air conditioning 
equipment, even though provided with automatic con- 
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trols, must learn to manually adjust both temperature 
and humidity under abnormal weather conditions. 


Zones Vary with Velocity 


In Fig. 3 is found the recommended zones for 
comfort under an air movement that corresponds to 
gravity operation. Here the relative humidity range is 
from 30 to 70. Three zones are provided. One is for 
summer conditions when the clothing worn is light in 
color and weight. The neutral zone fits the spring and 
autumn seasons. The winter zone meets the condition 
of cold weather and, heavy clothing. Also the upper 
limit of temperature is 85 deg. F. for 30 per cent rela- 
tive humidity. 

The comfort chart given in Fig. 4 is for 300 
F. P. M. air movement or the usual fan operation while 
the humidity range and the designation for zones cor- 
respond to those in Fig. 3. This air velocity is prob- 
ably a minimum for many air conditioning jobs in 
private homes where it is not so easy to keep air veloci- 
ties at a fixed figure and also where upper floors are 
likely to have a higher air movement than the first 
floor. Here the dry bulb temperature for 40 per cent 
relative humidity is 91 degrees for the upper limit of 
the summer zone. An equal sensation of comfort is 
very likely to be had at 94 deg. dry bulb and 20 per 
cent relative humidity. 


Zoned Charts Practical 


These charts and Table 1 thus show what can be 
done not only in the zone of recommended relative 
humidities but also in the lower humidities. 

These comfort data have been interpreted in terms 
of the dry bulb temperature and are thus easily under- 
stood. They apply to people in normal health, slightly 
active and normally clothed. Where the air movement 
is higher than 300 F. P. M. higher dry bulb tempera- 
tures are needed to give equal comfort. 

So far we have seen how evaporation takes place 
and its controlling factors, we have learned that hu- 
midities lower than 40 per cent are within the range 
of reason, we have found that buildings must be 
checked and tightened in order to obtain best results 
with humidification and we have obtained a picture of 
the latest situation in the use of human comfort. In 
addition there have been provided data which, used 
with a due regard to their limitations, will enable the 
reader to plan economical humidification layouts for 
human comfort. 


Since humidification is such an important subject and cer- 
tainly a subject every heating and air conditioning dealer ought 
to understand thoroughly, we invite readers to ask every possi- 
ble question on the articles in this series. Every question will 


» 


be answered prompftly, either as a direct reply or on the pages 


a of American Artisan, as you wish. Don't think your questions 4 
silly, for even good engineers have to think well before they 


Me answer humidification questions. 
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Automatic Heating with Stoker 
Scores Remarkable Economy Record 


have made in the last few months,” says 

C. S. Soedler, automatic heat and air con- 
ditioning dealer of Peru, Illinois, “is in a house which 
was built for speculation on a lot which I owned. 

“The original heating system planned called for a 
straight gravity plant without any frills or accessories. 
However, the house proved attractive to one of our 
citizens and satisfactory in every way excepting for 
the heating system we intended to install. 

“This particular prospect is in the lumber busi- 
ness and sells a line of domestic stokers. Being so 
much interested in stokers he naturally wanted one in 
his new home, but was not quite sure just how it would 
work. Besides he wanted a system which would dem- 
onstrate the capabilities of the stoker to best advantage. 

“The natural result was that our activity in forced 
air and air conditioning coupled with his interest in 
stokers led to our getting together and laying out a 
system which probably is one of the best examples of 
small automatic heating plants to be found in our terri- 
tory. 

“As finally developed the heating plant consists 
of a modern type furnace, a domestic stoker, a blower 
with filters, and complete automatic humidification and 
control.” 

The system described by Mr. Soedler has a num- 
ber of interesting features, especially in view of the 
size of the house. The number of accessories used 


66 ()': of the most interesting installations we 


with the furnace makes a plant which has one excep- 
tionally long axis. It was first intended to place this 
axis across the basement, but the space was not suffi- 
cient so the plan had to be placed with the long axis 
the length of the basement. The photograph shows the 
blower and stoker coupled to the furnace and ready 
for operation. 

Round pipe leaders are used from the bonnet with 
rectangular between-joist and across-joist cold air re- 
turns. The bonnet is carried. up as far as the leader 
elbows will permit to effect a plenum for thorough 
mixing of heated air before the air enters the runs. 
Because the system has the pressure blower, the lead- 
ers are run flat across the basement—some of them 
for quite a length. 

An item which shows on the piping plan is the 
even distribution of leaders around the bonnet. There 
are four leaders totaling 36 inches in diameter on each 
side of the center line. The fan is cut in practically 
between these two groups. 

Return air collection is well distributed through- 
out the various rooms. Registers, with the exception 
of the bathroom, <zre all baseboard, while returns are 
located in the floor in corners but still near the win- 
dows. 

The system was carefully engineered from a data 
sheet showing every factor considered. The total heat 
loss is just over 85,000 B.t.u. per hour for a tempera- 











The floor plan to the right shows the lo- 
cation of registers and grilles and the 
thermostat which was moved a number of 
times to get just the right location for 
most uniform results. Note the spotting 
of returns adopted to get distribution 


Vv 


ture rise of 80 degrees. The total C.F.M. required 
is 1214. 

Mr. Soedler’s firm is the Soedler Hardware Com- 
pany and handles all types of sheet metal and heating 
work. He does not handle stokers, but he is agent 
for a line of oil burners and has a number of success- 
ful installations. 

Mr. Soedler reports on the operation of the sys- 
tem: ‘Mr. Seitz, the owner, used the fan for air cir- 
culation during the hot weather of this past summer 
and relates some surprising results. 

“For instance, on several days when the tempera- 
ture outside was close to the 100 degree mark, the fan 
operating in the tightly shut house resulted in inside 
temperatures close to 80 degrees. By confining the fan 
operation to a few rooms, Mr. Seitz says he was al- 
ways able to make the sleeping rooms comfortable 
every night. During the daytime, by still further ad- 
justments of register valves he was able to drop tem- 
peratures in living rooms. 

“During the last winter crushed coal costing $6.00 
a ton was used. Of course the past winter was a com- 
paratively mild one, nevertheless the record of five tons 
of fuel for the season is, we think, remarkable. Best 
results were obtained with the coal wetted down. This 
coming winter Mr. Seitz will probably do some experi- 
menting with other grades and prices of coal. 

“This system has proved so successful that we have 
installed others like it, and we have also used the fea- 
tures proved out on this installation for some of our 
oil burner-furnace systems which must operate under 
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FIRST FLOOR PLAN 
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practically the same conditions and render the same 
tvpe of service. 

“While we do not operate in a large territory, nor 
have a long list of prospects who can or will spend the 
necessary money for real air conditioning, we early 
determined and firmly believe in the sales possibilities 
and future of automatic heating. 

“We feel that there are many, many home owners 
who want and will buy the comfort, economy and satis- 
faction which automatic heat brings. When this auto- 
matic operation is coupled with some degree of air con- 
ditioning, the result is satisfaction to the home owner 
and to us. 

“It is our contention that automatic heating is just 
now becoming a real factor in domestic heating. The 
equipment is plentiful and perfected. Certainly the 
demand for this economy and relief from drudgery is 
evident, even in the smaller communities. All that 
remains, then, is for the furnace man to make the de- 
cision to actively push this class of job and then go 
to work.” 
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around the bonnet and 
runs are nicely balanced 
for length and elbows. The 
return system has been 
well planned for conserva- 
tion of space and material 
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FROM OLD AND 


NEW CUSTOMERS! 





Economical 


Automatic. . Comsmitend 


DEVELOP NEW SALES TO REPLACE THOSE THAT ARE HARD TO GET. 


NEW Srofito 


QUICK, EASY SALES 






* 


in 7 


INSTALLED-:- 


* * FREIGHT EXTRA 


DISTRIBUTORS’ AND DEALERS’ TERRITORY NOW BEING ALLOTTED! 


PUT NEW LIFE INTO YOUR BUSINESS 
Become an AUTO-HOME Stoker Dealer 


Investigate immediately in order to obtain the 
choicest territory which is now being allotted to 
both wholesale dealers and retail dealers. The AUTO- 
HOME Stoker market is extremely fertile— and 
your possibilities to make quick, big profits, are un- 
limited, because discounts are unusually attractive. 
The AUTO-HOME Stoker is a “natural” for a time 


payment sale. Don’t delay; it means money to you! 


The AUTO-HOME Stoker is the most simplified, 
the easiest to operate, easiest to install and most 


economical of all Stokers. The AUTO-HOME 





Stoker needs no servicing ... the only control 
necessary is a simple draft control. No more run- 
ning up and down steps... no more early morning 
rising or midnight trips to the furnace. The AUTO- 
HOME Stoker burns all types of coal or coke with 
the greatest efficiency. The AUTO-HOME Stoker 
operating cost is but a fraction of a cent per day. 
It may be installed in a few minutes without any 
labor costs. 


THE AUTO-HOME STOKER CORPORATION 
HARRY ALTER, President 


1730 SOUTH MICHIGAN AVENUE CHICAGO, ILLINOIS 


THE AUTO-HOME STOKER CORP., 1730 S. Michigan Ave., Chicago 


Gentlemen: Please send me, without obligations, further details regarding the AUTO-HOME Stoker. 





Name — 





Address 
City State 





| | 
| Name of Concern _____ | 
| | 
' 
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Cooperative 
Conditioning 


NDOUBTEDLY one of the most important 
U problems the automatic heat and air condition- 
ing dealer has to solve is the problem of getting 
his equipment and his service before the buying public. 
Without knowing exactly what class of prospects can 
be counted upon to buy his service and equipment, the 
task of sorting good prospects from the public at large 
presents a merchandising problem which can easily cost 
more than necessary or entail far too much lost motion. 
With automatic heat and air conditioning still in 
the formative state, prospects must be educated from 
the ground up. These prospects do not, as a general 
rule, have definite or preconceived ideas about the type 
of equipment required and, furthermore, have little in- 
formation on costs or results. 

The problem becomes, then, one of complete 
education by some means which will cost proportion- 
ately to the results obtained. 

Understanding, as most dealers do, what has to be 
done, we find that newspaper advertising, shop and 
store display, direct mail of all kinds, and house to 
house solicitation have been resorted to in the effort 
to arouse public interest. 

In several cities scattered over the country, this 
public interest in air conditioning has been concentrated 
on education through prominent displays conducted co- 
operatively by firms engaged in the manufacture and 
sale of air conditioning equipment. A typical example 
of this type of educational program is the air condition- 
ing display conducted in St. Louis by some sixteen 
manufacturers and sales agencies in the downtown 
building of the Union Electric Light and Power Com- 
pany. 





Display Shows Aijir. 


to Buying Public 


This co-operative display was probably the first 
venture of its kind staged. The display opened early 
in the summer and was kept open all during the sum- 
mer season. 

The firms which used space are as follows: 

American Furnace Company 

American Air Filter Company, Inc. 
Artophone Corporation 

Carrier- York Corporation 

City Ice & Fuel Company 

The Del-Home Light Company 

Ilg Electric Ventilating Company 
Koolair-Maker Corporation 

Merchants Ice & Coal Company 

Modine Mfg. Company 

St. Louis Rfg. & Cold Storage Company 
Standard Engineering Works 

York Ice Machinery Corporation 
Sodeman Heat & Power Company 

S. C. Sachs, Inc. 

Union Electric Light & Power Company 

Results obtained by firms using space indicate that 
this centrally located type of exhibit should prove a 
logical and productive means of getting the necessary 
education to the buying public at a minimum expendi- 
ture of money, time and effort. 

This St. Louis exhibit was well planned. The 
general plan of the display can be used by other co- 
operative groups. 

One of the most important features emphasized 
by the display is the value of using centrally located 
and well patronized space. In other words, these ex- 
hibits should be located where large numbers of per- 
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sons, preferably home owners or users of automatic 
equipment, gather frequently. Some other displays 
staged this year in out-of-the-way buildings required 
real effort to reach and demonstrated that the pulling 
power of such locations is considerably less than the 
central location. 

Another feature demonstrated was the value of 
so arranging the merchandise that large numbers of 
persons can look and watch equipment in operation 
without crowding and in comfort. In the St. Louis 
exhibit a first floor space was used for room coolers 
and small movable devices while the large central sys- 
tems were placed in the basement. Both spaces were 
well lighted, clean and attractive and enhanced by suit- 
able background and display scenery. 

Probably the third most important feature empha- 
sized was the value of having all equipment operating. 
Equipment which is designed to give comfort, heat, 
automatic operation or cooling is 
many times more effective when 
these results are actually demon- 
strated than when the units sim- 
ply show workmanship, paint, and 
appearance. 

In the St. Louis effort, all 
units were shown operating. The 


On the street floor, small room and 
space units were arranged for dis- 
play and public inspection. The 
display was divided into two main 
sections—one for room coolers; the 
other for conditioners. 






Section 45 


Central air conditioning units and 
equipment were placed in the base- 
ment with some conditioned air 
piped to the street floor display. 
Salesmen were maintained to ex- 
plain operation and answer pros- 
pect’s questions. This is the Amer- 
ican Furnace Company’s display. 


large central units in the basement 
were piped into the first floor 
space through attractive grilles be- 
fore which visitors could stand 
and actually feel the results. 
Small units were given plenty of 
space so that a group might wit- 
ness operation and feel results in 
typical space restrictions. 

Each exhibitor was permitted to have salesmen 
and engineers in his space. The purpose of these men 
was to answer questions, explain how the units oper- 
ated and give definite recommendations for specific 
installations the visitor had in mind. 

Reports from the exhibit indicate that attendance 
was continuous during the show and that public in- 
terest exceeded expectations. The users of space state 
that they believe this type of advertising shows public 
response and return proportionate to the time and 
amount of money expended. 

Undoubtedly there will be many of these exhibits 
during the coming months, especially next summer. 
Automatic heat and air conditioning dealers should be 
interested and give serious thought to this method of 
focusing public attention upon their products and 


their services. 














AMERICAN ARTISAN 
Vv Automatic Heat 
Air Conditioning Dealer 


46 Section 


Comfort Cooling 
For Homes 
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By H. J. Macintire 


A Series of articles discussing the basic 


principles of cooling and the application of 


present equipment and methods now in use 


Cooling By Mechanical Refrigeration 


cooling is referred to, there are three considerations 

that need attention. It is essential that the moisture 
in the air have a correct relation to the temperature and 
that the temperature be controlled so as to give that 
sensation which the average person considers as com- 
fortable. The third consideration is the amount of air 
to be circulated, including a certain amount of fresh 
air, which must be sufficient according to our ideas of 
ventilation. 

The amount of air to be circulated by the fan is 
determined, at its minimum, by the amount of the cool- 
ing load. Since the “heat capacity” or in other words, 
the specific heat of the air is 0.24 B.t.u. per pound per 
degree F. rise of temperature, then 100 B.t.u. will 
require 100 + 0.24 = 416 pounds of air if the rise of 
temperature is to be only one deg. F. and 416 + 5 = 
83 + Ib. if the rise of the circulating air is to be 5 
degrees F. If the volume of one pound of air is taken 
as 13.9 cu. ft. then the volume that must be circulated 
in the latter case will be 83 * 13.9= 1160 cu. ft. So 
that if the rise of temperature of the circulated air is 
5 deg. and 1160 cu. ft. per minute 


|: AIR conditioning, as is understood when comfort 





are circulated the heat absorbed will Bie: REA 2 3 59% 
be 100 B.t.u. per min. or the equiva- roof 
lent of 0.5 tons of refrigeration. | iy OY 
It is evident that the only man- #0 PSYCHROMETRIC CHART ga g a PND 
ner of cooling is to circulate air cold SHOWING 
enough to permit a rise of tempera- | £ EFFECTIVE TEMPERATURE LINES SA 
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ture, without, of course, going higher than the required 
maximum dry bulb temperature, and the action is very 
much like that of a sponge which has the ability of 
absorbing water. In the case of the sponge the process 
of squeezing permits further absorption of water. 
Likewise a cooler that continually lowers the tempera- 
tures of the circulated air and maintains a constant 
temperature of exit from the cooler has the ability of 
absorbing heat. , 

However, on reference to the usual psychrometric 
chart, Fig. 1, it will be seen that the only manner of 
removing moisture in the refrigerating machine cycle 
is to “freeze” it out, or in other words, by cooling the 
air below the dew point temperature. Therefore, a cer- 
tain moisture content, when using the refrigerating 
machine method of air conditioning means a definite 
depressed temperature to which the air must be 
lowered. 

If the depressed temperature is fixed by considera- 
tion of the required moisture content of the air, and 
the volume of air is fixed from consideration of the 
sensible heat to be absorbed and the allowable tempera- 
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ture rise it is very evident that if more air than that 
so calculated is required for ventilation purposes the 
air may have to be reheated before admittance to the 
ventilating ducts. 

In the previous article on gas refrigeration it was 
shown that the first consideration was moisture removal 
and this was done as a separate opezation. The second 
operation, but separate from the first, was that of cool- 
ing and the amount of air circulated was dehumidified 
in part only. However, whereas it is quite true that 
some installations of air conditioning may require 
reheating after dehumidification incidental with cooling 
it is quite evident that for residence installations there 
will not be any such operation. 

In fact, the problem of residence cooling is too 
complex for accurate analysis at the present time. It 
would be extremely difficult to set up any particular 
standards as, for example, a definite depressed resi- 
dence temperature. A _ residence, properly insulated 
and carefully constructed, may even require heating of 
the air at certain periods of the day in order to keep 
a fixed differential temperature between the inside and 
the outside, which of course, is utterly absurd. It is 
more than likely, as a better idea of comfort cooling 
is established, that the machine will be operated during 
portions only of the day unless the weather is unusually 
sultry or extremely hot, as compared with average tem- 
peratures in that locality where the residence is placed. 


The Refrigerating Machine 


The usual refrigerating machine air conditioning 
plant consists of an electric motor-driven compressor 
of the volatile liquid type, a water or air cooled con- 
denser and an evaporator or cooling element. The latter 
may be a set of coils of bent pipe or with dise soldered 
on them, and they may be operated dry or with water 
sprayed over the pipes in combination with sprays for 
additional cooling of the air. The cooled air will be 
distributed through the duct system as in other installa- 


tions. 
The function of the compressor is simply to make 


continued use of the refrigerant, which has an ability 
of absorbing heat only during the actual boiling from 
the liquid to the vapor state. As a vapor it has no 
ability for further cooling and in order to get it back 
into the liquid state it is necessary to compress the 
vapor and then to cool the compressed refrigerant to 
some temperature near that of the atmosphere. 

In the so-called condenser, water is usually used 
and heat is removed by the condenser equal to the 
actual refrigeration performed plus the work done on 
the vapor during the process of compression. This 
amounts to from 225 to 250 B.t.u. per minute per ton 
of refrigeration, where the ton of refrigeration is de- 
fined as the rate of cooling and equal to 200 B.t.u. per 
minute. If water is used as much as 3 gal. per min. per 
ton of refrigeration may be required which frequently 
represents an abnormal cost. At the present time all 
household refrigerating units for refrigerator boxes 
using the compressor system are air cooled, and it 
seems as if such a form of condenser will have to be 
employed in comfort cooling except where water for 
condensing purposes is reasonably cool and cheap. Of 
course, a cooling tower could be used, but it will never 
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PROFITS 
YOU 


If You Are A Hess Dealer 





THE IDEAL COMBINATION 


Hess Welded Steel Furnace with 
Hess Air Conditioner 


The Hess Welded Steel Furnace and 
Hess Air Conditioner are different and 
Hess Dealers are doing an increasing, 
profitable business. Better than others 
because the Hess line is more salable 
and offers the most to the user. 


There are hundreds of prospects in 
every community who can be sold air 
ulin if approached with the 
right equipment at a price they can 
afford to pay. As shown in the ac- 
companying illustration, the Hess Dealer 
can offer a complete unit—welded steel 
furnace and air conditioner—or either 
one separately in the case of remodel 
jobs. 


Write today for full particulars and 
dealers’ prices. It is not too late to cash 
in on the business within your reach if 
you will act at once. 


HESS WARMING & VENTILATING CO. 


1201-!211 So. Western Ave. 


Branches: Detroit & Milwaukee 


ILLINOIS 
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give water as cool as the wet bulb temperature, and the 


Ready for the Marke t y | tower is hardly an asset to the residence. 


THE NEW Engineering Details 


PARAMOUNT The power required will be 34 k.w. per ton of 


Z refrigeration or less for the compressor. The circulat- 
Conversion ing fan, the pumps, etc., will be extra and the amount 


G AS BURNER will depend on the particular problem. The refrigerant 
cannot be ammonia, unless water is used on the con- 

lenser, but should b Iph ioxide, F-12, methyl 
It is the cheapest, most efficient, durable, simple, fully prs ae © npn Serene, = © 


automatic, positively safe, COMPLETE Conversion Burner ethel chloride or some refrigerant of like character- 

offered today. Furnished with a high grade Pilot Light, 1Stics. 

accurate snap-action Thermostat, a sturdy relay and a ‘ ae ' 

patented Draft Hood which improves both burner and So far consideration has been directed to the cen- 

furnace at least 10%. tral plant. Of course, separate units can be employed, 
if desired, designed to cool a room or a set of rooms 

or simply to dehumidify the air in a single room. 






























The use of a refrigerating machine for air condi- 
tioning is an old established application of engineering. 
The extension of the field to that of comfort cooling is 
a natural and easy one. It provides a ready means of 
securing comfort and ventilation. However, it appears 
that details need still to be worked out in order to get 
comfort cooling at minimum first cost and minimum 
cost of operation. 


This size takes * 
eare of from 50 © 
to 150 cubic feet | 
of Natural Gas 
per hour. Larger 
sizes furnished. 













Burner head rests 
on the grate bars. 
Grates are NOT 


removed. 





Installed or 
removed in 10 
minutes 











For prices and further information write— 


THE BIALOSKY BROS. & COMPANY 
6611 EUCLID AVENUE, CLEVELAND, OHIO Watch For These Features 






















The purpose of the automatic heat and air 
conditioning section will be to present in usable 
form information on all the varied problems con- 
fronting the dealer. For instance, an article to 
be published shortly will answer such questions 
as: 


THE MOST COMPLETE LINE OF 
AIR CONDITIONING UNITS IN AMERICA 






















1. How much insulation must be used in 
second floor ceilings to keep heat in and out? 


2. Do | figure insulating value from the co- 
efficient of transmission of the insulating material 
alone, or does the wall determine how much and 


MATCHED UNITS what value results from insulating? 
TANDEM & VERTICAL 


COMBINATIONS 


SILENTAIR BLOWER SILENTAIR-JUNIOR BLOWER 


3. Is it cheaper to insulate than to provide 
added heat supply? 


SILENTAIR WASHER Similarly another article will cover conver- 
sion burners. The article will answer: 





HE oe of SILENTAIR AIR CONDITIONING UNITS results in - 
no small measure from the fact that they are MATCHED UNITS I. Where should the unit be placed in the 
PO ar as pramnee — Salty a sae oe Fay 
installed with any warm air furnace. They bring splendid profits to 
dealers, and comfort and economy to home owners. Write for furnace? 
descriptive literature. 


aa Ws GEHRI & CO, “si “4 eT 2. How is efficiency affected by the air 
Tacoma, Washington Syracuse, N. Y. supply? 
1117 S. Tacoma Ave. 400 N. Midler Ave. 








3. Must! baffle and how? 
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Effect the maximum in heating comfort 








with the 










AUTOMATIC ¢ 7455 HUMIDIFIER 


———_— 


Comfort demands of modern heat- 
ing, greater evaporation and com- 
plete automatic service. This de- 
mand is met most successfully by 
the Skuttle Automatic Humidifier, 
Type ‘‘D’’—an achievement in 
humidification by pioneers in the 
field. 


This humidifier will work effic- 
iently on any type of warm air 
furnace, maintaining constantly 
the correct level of fresh, clean 
water in the evaporating pan, as- 
suring comfortable, healthful hu- 





The Skuttle Type ‘‘D’’ Over- 
head Automatic Humidifier 


Furnished complete as illustrated, with cast iron 
evaporating pan, overflow pipe, cast iron trap with 
drain plug, copper pan containing valve and float, 
and complete water line connection including 5 feet 
of copper tubing. 











midity, at all times. 








Installation can be made in any size or style casing 
hood above the radiator or dome. Complete control of 
the water evaporated is made possible by an adjustable 
float in the humidifier pan, a feature exclusive with 
Skuttle Humidifiers, and the slope of the bottom of 
the cast water pan. An overflow drain pipe also sup- 
ports the unit in the rear of the hood and has an ad- 


Your sales possibilities reach their peak at the start of 
the heating season. Write for complete information 
now. Take advantage of the profit possibilities open 
to dealers handling Skuttle Humidifiers. Desirable 
for all plants, necessary for oil and gas fired furnaces. 





justable slide to control pan level. 


THE J. L. SKUTTLE CO., 


Dowagiac, Michigan 
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Modernize Heating Plants 
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1 VACU-DRAFT pays for itself in greatly re- 5 VACU-DRAFT is quiet and will not interfere 
* duced fuel costs. * with radio. 
2 VACU-DRAFT provides positive automatic tem- 6 VACU-DRAFT will operate on any warm air 
* perature control. * heating system. 
3 VACU-DRAFT insures a clean and dustless 7 VACU-DRAFT can be installed quickly and 
* home. * without any alterations to heating plant. 
, . VACU-DRAFT in service in Canada for more 
4. VACU-DRAFT insures complete combustion. 8. than three years has proven its success by thou- 


sands of installations. 





with VWACU-DRAFT 


VACU-DRAFT overcomes all of the 
old-fashioned objections to furnace 
heat and creates a new degree of com- 
fort, health and economy. Heretofore 
the possibility of dangerous gases has 
always been a menace. The ever- 
present dust and fine ashes, a misery. 
Now with VACU-DRAFT dangerous 
gases, dust and fine ashes are drawn 
out of the furnace and into the chim- 
ney, insuring positive safety and a de- 
gree of cleanliness unequalled in any 
furnace. 


VACU-DRAFT creates a_ natural 
draft, which is as it should be to ac- 
complish complete combustion. 
Cheaper grades of fuel and complete 
combustion cause a new maximum of 
operation economy which is creating 
sales for VACU-DRAFT everywhere. 


Dealers and Distributors: 
Enjoy the profits which are follow- 
ing the display of theVACU-DRAFT. 
Write at once for full information 
and territory open. 


VACU-DRAFT CORPORATION 


DIVISION OF MUNCIE GEAR CO. 
MUNCIE, IND. New York Office: 1350 BROADWAY 
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8,500,000 PROSPECTS 


and profit in every job 











@ Dust and dirt circulating from 8,500,000 furnaces! 
8,500,000 gravity warm air furnaces just waiting for 
aggressive dealers to install gravity filters! 


It’s your job to make dirty furnaces clean. You can 
do this job at a profit—with DUSTOP. 


DUSTOP retails to the householder at $1.50. This 
low figure enables you to use as many of them as are 
necessary to do an effective job. 


Dust is one of the gravest concerns of the modern 
housewife. There’s a smooth selling approach for you. 
Tell housewives that you can stop furnaces from 
spreading dust and dirt and you'll get into as many 
basements as the meter man. 


DUSTOP filters will live a whole heating season and 
more. DUSTOP is the only filter that will do a 
real job of cleaning on low velocities 
—as low as 25 feet per minute. And 


Furnace filters for gravity and 
mechanical warm air furnaces 


OWENS-ILLINOIS 














A typical installation of DUSTOP filter units on a standard type of warm air furnace. 










average velocities will run around 140 feet per min- 
ute on a moderately cold day. 


The new DUSTOP glass wool filter offers furnace 
dealers a fine opportunity to build up a volume of 
profitable business. 


For more detailed information mail the coupon today. 
You will receive a booklet giving complete informa- 
tion on DUSTOP installation both for gravity furnaces 
and for the revamping of gravity jobs for mechanical 
circulation of filtered and heated air. Owens-Illinois 
Glass Company, Toledo, Ohio. 


l Toledo, Ohio | 
Please send me your booklet ‘‘Jobs To Do at a Profit.” 


N i 
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distributed through jobbers and 


manufacturers everywhere. 


AIR FILTERS 


Name 7 





inated: 


Address. 






































Ventilation For Industrial Cookers 


By Paul R. Jordan 


HAT the principles of grav- 
iz exhaust ventilation can be 

applied to more complicated 
exhaust systems for the removal of 
steam, odors, and heat, is a fact 
frequently overlooked by the sheet 
metal contractor looking for new 
fields for his sales and engineering 
efforts. 

Just how far gravity ventilation 
can be carried into industry is ex- 
ceptionally well illustrated by the 
sketches accompanying this discus- 
sion. The installation is designed 
to carry away heat, steam and 
fumes from copper cooking kettles 
in a canning factory in the truck 
garden district of New Jersey. The 
contractor who has been submitting 
the necessary engineering data is 
E. W. Robinson of Bridgton, New 
Jersey. 

In the installation there are three 
copper kettles—one 6 feet in diam- 
eter and two 5 feet 8 inches in 
diameter. The capacity of each 
kettle is 500 gallons. Ketchup is 
cooked under 80 pounds of steam 
pressure in these kettles. The ket- 
tles are tightly sealed during the 
cooking process. In the cooking 
process approximately 60 gallons of 
water are cooked out of the con- 
tents in the kettle, or in other words 
converted to steam which must be 
carried away. 

In addition to the steam, it is 
also necessary to carry away the 
heat generated. The kettles stand 
in a large open room about 200 feet 
by 90 feet in area. There are a 
number of steam pipes around the 
kettles to further complicate the in- 
stallation of the required hooding 
and duct work. 


Two suggested solutions to the 
problem have been worked out 
whereby the contractor may either 
completely hood the kettles or ex- 
haust through ventilators placed 
above the kettle tops. These two 
suggested installations are shown in 
the sketches. 

Analyzing the sketches and the 
problem, the first thing which must 
be considered is cost. If possible, 
the best system which can be in- 
stalled will consist of a completely 
enclosing hood over each kettle ter- 


minating in a ventilator by means of 
a run of duct from the hood to the 
ventilator. While this system will 


require some fitting around steam 












































mains, the results will be positive 
and troubles eliminated. 

Since the kettles are filled before 
steam is turned on for a cooking 
run, some provision for charging 
the kettles must be incorporated. 
The best type of charging door 
would be a single door placed in 
one side and hinged to swing up- 
ward out of the way. Ease of 
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This sketch shows ventilators installed without hoods or ducts, but directly above 
the cooking kettles. Steam rising to the ceiling is out of the eyes of workmen 
and is easily pulled out of the room by the ventilators. Dampers are advised 


so that the ventilator can be closed when cooking is stopped or too much air 
movement is encountered 
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swing can be insured by counter- 
balancing the door as shown in the 
sketch. 
Since the 
hood 


kettle is round the 


proper would be a_ round 
shape except on the side where the 
door is cut through. Just how this 
fitting is made is shown in the top 
view of the sketch. 

For the amount of steam which 
must be exhausted, a 24-inch fan 
ventilator with a capacity of just 
under 4,000 cubic feet of air per 
minute or a 36-inch rotary venti- 
lator with a similar capacity should 
be used. If a fan is used the blades 


should be aluminum to combat 


chemical action and the motor 
should be totally enclosed with the 
wiring run through water-tight 
pipes and joints. 
Another phase of the problem 
centers around the necessary access 
which must be had to the kettles. 
If it is necessary to charge and 
work from all four sides of the ket- 
tle, a square hood with rounded lips 


to fit over the kettle can be worked 
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SECTION THRU HOOD 


The best type of hood is one which 
completely encloses the kettle permit- 
ting charging through a hinged door. 
If necessary four doors, one in each 
side, might be built. The hood con- 


nects directly with a ventilator through 
a stack 
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out so that all four sides can be 
Such 
a system should be more practical 
than a hood which can be raised by 
telescoping over the duct to the ven- 
tilator. 

If the owner desires to reduce the 


equipped with hinged doors. 


installation cost and eliminate hoods 
of the type described, the cheapest 
installation will be to place three 
ventilators directly over the kettles 
without any stacks or hoods. 

Trouble with this system is likely 
to arise from condensation on the 
under side of the roof, but the con- 
densation should not increase to a 
point where there is dripping ex- 
cepting in very cold weather and 
perhaps not even then. 

While at first thought an installa- 
tion with stacks and hoods sus- 
pended perhaps three feet above the 
kettles would logical, we 
should remember that any existing 
cross currents of air blowing over 
the kettle tops will blow steam out- 
side the hoods and defeat the basic 
idea behind the use of hoods and 
stacks. By omitting the hoods this 
steam can rise to the ceiling, away 
from the kettle and be exhausted 
through the ventilators. 

It is well to bear in mind that 
the type of installation—complete 
hooding or no hoods—depends on 
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The simplest type of installation would look like this—ventilators cut througt 


the roof, no stacks or hoods, and no control over the ventilator. 


This was the 


original suggestion of the contractor and was vetoed in favor of a somewhat 
more complicated, but more efficient, system 
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two factors; first how much money 
the owner will spend; and second, 
just how nearly perfect must be the 
results the owner wishes. In addi- 
tion, where the ventilators are 
simply cut through the roof, com- 
plete hooding can be added later 
without having to scrap any metal 
fabrication which cannot be used. 

Complete hooding, whether a fan 
ventilator or a rotary ventilator is 
used will operate satisfactorily re- 
gardless of conditions existing in- 
side the building. Open ventilators, 
on the other hand, will be defeated 
or reduced in efficiency if there are 
ventilation fans or ventilators al- 
ready operating. 

The sketches show dampers in 
the ventilator bases. The purpose 
of the dampers is to provide means 
of closing off the ventilator when 


Tailor Made Ducts—continued from page 


cleats on the short side as it would 
be impossible to get them in on the 
wider dimension. These items must 
be remembered by the cutter. 

There are approximately +43. fit- 
tings on the trunk line system. 
There are, however, only about 29 
patterns to cut as one pattern will 
make several fitting in some cases. 
The patterns will require an average 
of 20 minutes each in the cutting. 
They are made directly on the sheet 
metal and when complete are ready 
for the brake or the turning ma- 
chine. 

We have 43 fittings at 20 minutes 
each or 14% hours for the cutter. 
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there is no cooking going on, or at 
times when the exhaust of a full 
open ventilator is too great for the 
immediate needs of the workmen. 

The sketches also show square 
bases for the ventilator heads, a fea- 
ture which should be of value in col- 
lecting condensation and letting the 
moisture run down outside the roof 
curb. If the base is waterproofed 
to the curb holes should be cut 
through the base below the top of 
the curb so that water can run out 
on the roof. 

Just how satisfactory ventilators 
can be as compared with roof moni- 
tors has been proved numberless 
times in industry where monitors 
have made control of inside condi- 
tions impossible. Wind blowing 
through the louvres of a monitor 
frequently create a blanket of cold 





We estimate 3 hours for going to 
the job and getting the dimensions. 
It will take a man and helper 3 
hours on the brake, and 4 hours to 
assemble the ducts and solder them 
off. A man and helper will erect 
the pipe at the job in 8 hours, and 
the apprentice spent two hours in 
getting out the drive cleats. Thus 
we have 19 hours for one man and 
15 hours for a man and helper. At 
$1.25 an hour for the mechanic and 
75c for the help we have a total 
of $53.75 for the labor. Our ma- 
terial is 330 pounds of galvanized 
iron including scrap at 5c equals 
$16.50. Ten pounds of solder at 
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Manufacturers of Products Shown in ''Ten Best 


Fig. 1—International Nickel Co., Inc., 
New York, N. Y. 

Fig. 2—Harrington & King Per-orat- 
ing Co., Chicago, Ill. 

Fig. 3—The Floyd-Wells Co., 
Royersford, Pa. 

Fig. 4—H. J. Somers, Inc., 
Detroit, Mich. 

Fig. 5—Minneapolis-Honeywell Mfg. 
Co., Minneapolis, Minn. 


Fig. 6—Lewis Air Conditioners, Inc., 
Minneapolis, Minn. 

Fig. 7?—Milcor Steel Co., 
Milwaukee, Wis. 

Fig. 8—Berger Brothers Co., 
Philadelphia, Pa. 

Fig. 9—Waterman & Waterbury Co., 
Minneapolis, Minn. 

Fig. 10—The Heetrozone Co., 
Minneapolis, Minn. 
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air just below the roof line through 
which rising steam cannot pene- 
trate. This defeats the purpose of 
the monitor. 

The problem raised by this in- 
stallation is one frequently en- 
countered in industrial ventilation. 
Many industries are faced with the 
necessity for removing steam and 
vapors, yet cannot afford or do not 
want to go to the expense of in- 
stalling fan and duct systems. The 
only practical solution to these 
problems, then, is gravity ventila- 
tors either connected to hoods or 
cut free through the roof. The 
sheet metal contractor who can vis- 
ualize this need of industry and 
who can competently design sys- 
tems to overcome the problems 
should be able to establish a profit- 
able line of effort. 
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30c is $3.00 and we have the sum 
of $73.25. This sum divided by 
330 is equal to approximately .22 
or 22c per pound. This does not 
include profit, overhead, cartage, 
freight, etc., but with these items 
added the per pound basis would 
still be miles from 70c per pound. 

If this system were installed with 
the conventional factory made pipe 
and fittings, the price erected might 
be a little cheaper. There is no 
reason to believe that the “tailor 
made” trunk line system if cut and 
erected by mechanics who know 
their work will cost more than 25% 
in excess of factory made pipe and 
fittings. 


Prospects" Sales Plan 


Fig. 11—Warm Air Furnace Fan Co., 
Cleveland, Ohio. 

Fig. 12—Beck Engineering Combus- 
tion Company, St. Louis, Mo. 

Fig. 13—Skuttle Humidifier Co., 
Dowagiac, Mich. 

Fig. 14—Forct-Air Co., 
Rockford, IIl. 

Fig. 15—Meier Electric & Machine 
Co., Indianapolis, Ind. 
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The Problem of Foreign Steel 


HE National Association of 

Flat Rolled Steel Manufac- 
turers calls the sheet metal in- 
dustry’s attention to a condition 
which has already gone beyond 
the bounds of competitive control 
and which, if permitted to con- 
tinue, will bring disaster to the 
entire metal industry. 

That situation is the increased 
dumping of cheap foreign sheet 
metal in the United States. 

The association has petitioned 
the American government to in- 
vestigate the situation and act 
immediately. Here is the situa- 
tion as it exists right now. 

Never in the history of the steel in- 
dustry have such demoralizing prices 
been made as in the reckless dumping 
of foreign steel in the United States 
today; cargoes of wire dumped into 
the heart of Chicago; bars into De- 
troit; wire, bars, shapes, plates, strips 
and sheets dumped along our entire 
seaboard, at prices which—with duty 
paid—are ten to twenty-five dollars 
per ton less than American producers 
can name. 

When England, the bulwark of free 
trade, finds it necessary to boost her 
metal tariff—not, as some would have 
us believe, in retaliation to the Amer- 
ican tariff policy, but actually to save 
her steel industry from being closed 
down tight by the influx of cheap Con- 
tinental steel—it is in order that the 
United States take heed and act at 
once. 

France, to protect her home markets 
(although dumping in other countries), 
is virtually embargoing steel by a 
system of license arrangements which 
limits almost to the zero point the 
tonnage which can be imported from 
other countries. According to the last 
report, the United States is limited 
to eighty tons of sheets per month. 

The gist of the whole deplorable 
affair is that the principal steel works 
of Belgium have turned their plants 
into public utilities for providing gas, 


electricity and power to the more 
populous districts of that country ac- 
cording to quotas arranged among 
themselves. 

This gives them a tremendous ad- 
vantage in selling cheap steel. Then 
came the depreciation of the pound 
sterling and the increased British 
duty. This action struck consterna- 
tion to the hearts of the steelmakers 
in Belgium, France, Luxemburg and 
Germany, because England was their 
most important market. 

However, the Belgian steel pro- 
ducers, driven by the necessity of their 
municipal contracts to operate, must 
dispose of their steel. Possibly hoping 
that the gold standard would be re- 
stored and the duty eliminated, they 
continued delivered sterling prices 
only slightly higher than those they 
had accepted before, and absorbed 
both the 33 1/3 per cent duty and the 
25 per cent depreciation in pound 
sterling. 

The French and German steelmak- 
ers were compelled to follow suit. 

On top of this, wages were reduced 
in Belgium and common labor receives 
approximately 75c a day; rollers $1.75 
to $2.25 a day. Only slightly higher 
wage rates apply in France and Ger- 
many. 

In the two latter countries they 
have some assistance from an ex- 
port bounty, which averages 10 to 30 
per cent. This bounty is paid at the 
expense of the domestic client who 
pays higher prices for equivalent 
product. It is not, as is commonly 
understood, a government refund but 
a pool made up by manufacturers. All 
Belgian-Luxemburg steel is sold 
through a syndicate but there is no in- 
formation on any bounty on exports, 
their municipal contracts for gas, elec- 
tricity and power evidently take care 
of that. 

In addition to the above, unbeliev- 
ably low ship rates are obtained to 
all foreign countries. As low as $3 


per ton applies from Antwerp to the 
United States and it is more than 
probable that there is a rebate beyond 
these published rates. 





European steelmakers have de- 
pended to a very great extent on ex- 
port markets to run their plants. Now 
that these markets have been closed 
to them, or their purchases restricted 
by one reason or another, they are 
dumping their cheap products in the 
United States. 

The term “cheap products” is used 
advisedly. It is cheap Bessemer steel, 
usually quoted $5 a ton lower than 
what is termed “good open-hearth 
steel” by the makers themselves. It is 
a cheap galvanized product. Samples 
of a well-known brand made in Bel- 
gium averaged eight-tenths of an 
ounce of zinc coating per square foot. 
It is so cheap in price that if all the 
labor charges were eliminated from 
the cost of galvanizing these sheets, 
American producers could not com- 
pete. 

The absurdity of selling galvanized 
sheets at one pound sterling per ton, 
or 16c per hundredweight more than 
the price of black sheets, is painfully 
obvious even though such sheets carry 
but eight-tenths of an ounce of zinc 
coating per square foot. 

Estimating 30 man-hours of labor to 
the production of a ton of the heavier 
grades of finished steel, at the average 
wage now applying in the American 
steel industry, one can readily com- 
pute from the prices quoted on for- 
eign steel delivered along our seaboard 
that if all labor charges were elim- 
inated from the cost to American steel 
producers, they could not compete, 
with the freight rates now existing 
from the mills to the American sea- 
board. 

The question of protecting Ameri- 
can steel interests is no longer debat- 
able if we keep in mind that every ton 
of foreign steel imported into the 
United States means the loss of ap- 
proximately four. days’ work to some 
steel laborer. In addition it means a 
loss by the railroads and their em- 
ployees of the transportation of four 
to five tons of raw material necessary 
for the production of one ton of fin- 
ished steel, together with a propor- 
tionate loss to all industries, utilities 
and labor serving the steel industry. 
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N. A. S. M. D. Overhead Expense Report 


S overhead expenses have played 
A so important a part in manage- 

ment, a Preliminary Overhead 
Expense Report was issued in March 
of the hardware wholesalers and sheet 
metal houses who had reported their 
overhead expense figures up to that 
time for 1931, 

One of the interesting features of 
that Report was the manner in which 
overhead expenses are affected by vol- 
ume. Taking 1929 as a basis 100 per 
cent with a 17 per cent decrease in 
1930, brought the figure for that year 
down to 83 percent. A further de- 
crease of 22 per cent in 1931 brought 
the volume of sales down to 61 per 
cent. Overhead expenses in 1929 were 
19.96 of sales; in 1930 22.19 per cent, 
and as a result of continued decreased 
volume the expenses rose in 1931 to 
26.08 per cent. These figures included 
6 per cent on capital and surplus em- 
ployed. 

At our meeting last year in Pitts- 
burgh, those present indicated the 
manner in which expenses had been 
reduced, and many of our members 
used to advantage the “Twenty-Six 
Ways of Reducing Expenses” issued 
by our office. Through correspondence 
and contact with our members it is my 
belief that expenses have been reduced 
to near a minimum and that distribu- 
tors are now in a position to take ad- 
vantage as never before of any in- 
crease in volume of sales which for 
several months have been dragging 
near the bottom. 

In analyzing the overhead expense 
figures of six exclusive sheet metal dis- 
tributors, it is well to note that the 
average overhead expenses of these six 
houses is 24.65 per cent of sales, which, 
however, covers actual expenses and 
does not include interest on capital and 
surplus employed. 

Attention is called to the expense of 
trucking. This expense last year 
ranged from .99 to 2.41 per cent with 
a general average for the six exclusive 
sheet metal houses reporting of 1.48 
per cent of sales. Investigations indi- 
cate that many houses are making free 
delivery only within the city in which 
located. 

As a further result of the investiga- 
tions we have made of this subject, we 





find a vast difference in the manner of 
keeping records of this vital cost of 
doing business. 

Free truck delivery has increased so 
gradually that all factors entering into 
the operation of trucks, I am afraid, 
have not been taken into consideration. 
Some of these items are: 

Interest on money invested in 
trucks. 

Gasoline. 

Oil. 

Registration. 

Drivers’ wages. 

Tires. 

Repairs. 

Depreciation. 

Insurance (fire, theft and liability). 

Garage (rent, heat, light, water, me- 
chanics). 

Another item which should receive 
careful consideration is that of losses 
from bad debts. The Report of eight 
exclusive sheet metal distributors for 
the year 1930 showed a general aver- 
age loss from bad debts of .65 per cent. 
The bad debt losses of the six report- 
ing houses for last year ranged from 
.28 to 2.64 with an average of 1.16 
which is a very decided increase. 

In this connection, effective work is 
being done by our Credit Bureau, and 
this service is at the disposal of mem- 
bers without any additional charge of 
any nature. When you take into con- 
sideration that the total amount of all 
accounts referred to us during the year 
is over $350,000, and that according to 
our records 65 per cent of these ac- 
counts are paid direct to our members 
as a result of our efforts, you can 
understand that this activity of our As- 
sociation should not be overlooked. 

The compensation of salesmen is an- 
other item of expense which has been 
difficult to handle, but the figures show 
that this has been brought more nearer 
into line with present conditions. 

Items 9 and 10 of our “Statement of 
Expenses” cover catalogs, circulars, 
donations, subscriptions, house sales- 
men’s and traveling salesmen’s salaries 
and expenses, which according to the 
report of six houses amounts to 6.07. 
The average salesmen’s remuneration 
and expenses of these six houses for 
last year was 5.20. 

The six houses, as you will notice, 


show an average turnover for last year 
of 3.09. This compares with 4.28 in 
1930. 

As a result of current conditions 
many of our members are giving in- 
creased attention to the problem of 
small, unprofitable orders. 

While our members realize that it 
is the distributors’ function to render 
service, they nevertheless feel that the 
cost of servicing small buyers who 
make only occasional purchases in ex- 
tremely small quantities is excessive 
and unduly inflates their overhead ex- 
pense. It is also realized that the cost 
of handling small orders as well as or- 
ders for numerous small quantities fre- 
quently does not compensate for the 
service. 

The thought has been expressed that 
“hand to mouth” buying and the mar- 
gin realized makes it absolutely neces- 
sary for distributors’ prices to be based 
on small orders and the quantity 
buyer rewarded for quantity purchases. 
This plan has been in force in a num- 
ber of districts on sheets and might 
be adopted in all territories and on 
other lines and items to advantage. 

An analysis of the orders you re- 
ceive should be helpful, and while it is 
realized that orders of any size are ac- 
ceptable under present conditions es- 
pecially from those who pay their bills 
promptly, it would seem that it is well 
worth while to give this subject con- 
sideration, 





National Ass'n of Sheet Metal 
Distributors Meeting 


Tuesday afternoon, October 18, in 
the Marlborough-Blenheim Hotel in 
Atlantic City, has been set as the time 
for the next meeting of the National 
Association of Sheet Metal Distribu- 
tors. 

This announcement was made by 
Secretary George A. Fernley, who is 
also Secretary-Treasurer of the Na- 
tional Hardware Association, Phila- 
delphia. The sheet metal distributors 
will meet, as is customary, concur- 
rently with the annual convention of 
the Hardware Association, which is 
October 17th and 18th. 


The Distributors News section is open to all jobbers or dis- 
tributors of sheet metal or heating equipment for a discussion | 
of the problems of their business. Letters, addresses and re- | 
ports of meetings are solicited. Make the section—your sec- | 
tion. | 














New Popular Priced Condition- 
ing Furnace 


A new furnace, filter and blower 
matched unit, complete with controls 
and designed to sell for a popular price 
is announced by the Fox Furnace 
Company, Elyria, Ohio. The new 
furnace will be sold as the series 10 
Sunbeam Air Conditioning Unit. 

The furnace used is the Sunbeam 
No. 1000 cast iron unit with a one- 
piece radiator and with a feed and ash 
pit section that extend through the 
front. Units range from 80,000 B.t.u. 
to 157,000 B.t.u. register capacity with 


coal. Blowers will range from 865 
C.F.M. to 2122 C.F.M. at return air 
temperature. The units will have two 
or three filter sections according to 
size. 

This new unit is designed especially 
for the owner of a small or moderately 
priced home. All equipment is of 
standard manufacture, so arranged 
that the complete system requires a 
minimum of space and to operate with 
a minimum of attention. 

A feature is the ease with which the 
unit can be converted from coal to oil 
burning, with the necessary engineer- 
ing changes already provided for. 
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New Rafter Press-Brake 


The new Rafter Press-Brake built 
by Farrel-Birmingham Company, Inc., 
of Ansonia, Conn., combines, with 
other distinctive features, welded con- 


struction of its unusually deep ram 
and bed. 

The bed is made of rolled steel 
plate, welded into a heavy, rugged 
girder section. The gear casings and 
housings for eccentric and gear shaft 
bearings are welded integrally with 
the bed. All welded steel parts are 
carefully annealed and normalized 
after welding and before machining. 


PRODUCTS 


3earing housings are bored to jigs to 
assure perfect alignment and to pro- 
vide for interchangeability. 

The ram is a solid rolled steel plate. 
Adjusting screw housings, guide 
bosses, etc., are formed by welding 
and the ram is annealed and normal- 
ized the same as the bed. There is no 
driving mechanism on the upper part 
of the machine; it is all attached to 
or contained within the bed. 

In operation the ram pulls from 
below instead of pushing from above. 
Power is transmitted from the driving 
motor to the flywheel on the drive 
shaft through multiple “V” belt and 
friction clutch. The base and the ram 
are the only two major members of 
the brake. The machine is self-con- 
tained, being entirely mounted on the 
heavy, rugged base. 

These brakes are built in a variety 
of sizes and those most commonly 
used are carried in stock for prompt 
shipment. 





New Induced Draft Blower 


A new unit to be attached to the 
furnace flue and used to provide me- 
chanical draft by furnishing the air 
necessary for good combustion is an- 
nounced. The unit provides a vacuum 
in the combustion, smoke and radiator 
sections and so draws air through the 
fire bed from the ash pit. 

The unit consists of a centrifugal 
fan mounted in a specially designed 
aluminum casing and operated by a 
motor which is controlled by a ther- 
mostat. The unit can be attached to 
the brickwork of the chimney ,. 
without drilling any holes. 

In addition to controlling the 
draft the unit will also draw out 
through the fire bed all fine ash, 
dust and coal gases. The smoke 
pipe is connected directly into 
the fan while the fan replaces 
the pipe in the thimble. 

The fan is operated by a ther- 
mostat mounted to receive heat 
by conduction from the fan 
housing and by convection from 


ture claimed is the pulling in of suf- 
ficient secondary air above the fire to 
create complete combustion of all 
gases. 

Some very interesting tests have 
been made on the unit’s operation. 
Information on these tests can be had 
from the manufacturer. 


The unit is manufactured by the 
Muncie Gear Company, Muncie, In- 
diana and is being marketed under the 
name—Vacu-Draft. 
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New Furnace Stoker 


A new furnace stoker, featuring a 
minimum of installation requirements 
and designed to sell at a low price, 
is announced by the Auto-Home 
Stoker Corp., 1731 South Michigan 
Ave., Chicago. 

The stoker incorporates a number 
of features which are used for the first 
time or in a stoker of this price class. 
The general design specifies a unit 
which is mounted on adjustable legs 
and wheels so that the unit can be 
moved to the coal room where the 
hopper is filled. This hopper is large 





enough to hold a fuel supply sufficient 
for from 36 to 48 hours of operation, 
depending on the weather. 

From the hopper a_ measured 
amount of fuel is carried into the com- 
bustion chamber by a conveyor which 
deposits the fuel over the top of the 
fuel bed. The conveyor is set to place 
about six pounds of fuel in the cham- 
ber at one loading so that there is al- 
ways a thin layer of green fuel above 
the hot fire. 

An arm on which is suspended a 
fire brick projects into the chamber. 
The brick rests on the fuel bed and 
as the fuel is consumed the height of 
the bed drops as does the brick. When 
the bed lowers to a set depth the low- 
ered arm sets the mechanism in opera- 
tion for a new supply. 

A ratchet arm shakes the grates 
lightly during the firing cycle. 

Full information and details of 
operation and installation are con- 
tained in a handsome booklet which 
may be obtained from the company. 
Details of the dealer franchise may 
also be obtained. 
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New Controls Available 


Among the improved developments 
in the automatic control field are a 
number of new instruments and de- 
vices developed by Minneapolis- 
Honeywell engineers to cope with 
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present day problems in temperature, 
humidity, and _ refrigeration control 
fields. 

The new Program Furnace Control, 
for automatic warm-air furnace appli- 
cations provides complete control of 
furnace fan operation and source of 
heat. It coordinates fan action with 
heat source and furnace temperature 
to meet room thermostat demands in 
winter and also provides for operation 
of the furnace fan in cooling during 
the summer months and prevents the 
operation of the gas valve or damper 
motor while the device is set for sum- 
mer cooling. Type L 30-1 is used to 
control furnace fan and series 10 gas 
valve or relay, while Type L 30-2 con- 
trols a series 20 damper motor. 

The new Minneapolis - Honeywell 
Protectoglow provides instant protec- 
tion against the escape of unburned 
gas or oil in the event of flame or 
pitot failure. Entirely electric and 
without moving parts, the Protecto- 
glow is not dependent upon tempera- 





ture and is absolutely reliable. The 
heart of the device is the Protectoglow 
tube which acts as an electrical relay 
and is capable of operating at the 
command of an exceedingly minute 
electrical current passed through the 
flame itself. Should the flame fail, the 
circuit through the flame is broken, 
instantly shutting off the gas or oil 
flow. In the absence of pilot flame the 
Protectoglow will not allow. the 
burner to start although it may be 
used in place of the pilot or safety 
device. 


Sd 


New Air Conditioner 


A new unit air conditioner which 
contains in a single housing 2 blower, 
filter and washer is announced by the 
Brundage Company, Kalamazoo, 
Michigan. 

The new units will be furnished in 


7 


cn 


capacities ranging from 600 C.F.M. to 
3,600 C.F.M. Filters are specially 
treated steel wool. The washer sec- 
tion consists of spray nozzles throwing 
a mist into the air stream, necessary 
piping, a solenoid valve, pressure in- 
dicating gauge, a hand valve to shut 





off the water and a strainer. Motors 
for the various sizes range from 4% to 
3% horsepower. 

A feature claimed is the compact- 
ness of the housings which average 
about 12 square feet of floor space re- 
quired. 

Leaflets describing all details of the 
new units have been prepared and 
may be obtained by writing the com- 
pany. 

Sd 


New Oil Burning Cabinet 
Heater 


A complete line of radiant and cir- 
culating type cabinet heaters are now 
in full production and ready for im- 
mediate shipment, according to Motor 
Wheel Corporation, Lansing, Michi- 





gan. There are two radiant models 
and three circulating type units avail- 
able to handle small spaces up to 6,000 
cubic feet, average construction. 
Two of the circulating type heaters 
have been attractively finished for in- 
stallation in the living rooms of bun- 
galows, homes, and other places where 
their porcelain enamel, walnut grain, 
should be appealing. The remaining 
circulating unit has been finished in a 
sturdy fireproof black for general util- 
ity. One radiant model is constructed 
of uniform blue steel; the other of 
Wellsville polished radiating steel. 
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New Bearing Announced 


A new bearing made from synthetic 
resin, similar to Bakelite, and with 
textile material as the base in which 
the strong belting textile material re- 
inforces the resinoid, which com- 
pletely fills and saturates it, is an- 
nounced. The composite material is 
then subjected to great heat and pres- 
sure. At approximately one ton pres- 
sure per square inch and 340° F., the 
product sets. 

The physical characteristics are en- 
tirely changed and the bearing is no 
longer fusible or soluble. It cannot 
be re-softened by heat, will not ab- 
sorb water or oil and is resistant to 
most acids. It is, however, attacked 
by hot caustic alkalies. 


Pressure and heat are applied 


through dies which form the bearing 
to the exact size and type required, 





at the same time setting the material. 
The material is extremely hard and 
will show a Brinell reading of about 
30-40 and a Sclerescope reading of 70- 
80. These bearings are said to be par- 
ticularly satisfactory where it is easier 
to apply water as a lubricant than oil 
though they will operate satisfactorily 
with oil. 

The new bearing is known as the 
“Ryertex” bearing and is being sold 
by Joseph T. Ryerson & Son, Inc, 


* 
Improved Truck for Welding 
Equipment 


The Linde Air Products Company, 
30 East 42nd Street, New York, N. 
Y., has introduced a new cylinder 
truck known as the No. 5 Cylinder 
Truck. This truck greatly increases 
the ease and convenience of moving 
the welding or cutting outfit from 
place to place in the shop or yard 
and of transporting the outfit to out- 
side jobs. It insures a firm support 
for the oxygen and acetylene cylin- 
ders, eliminating any possibility of 
overturning them and breaking the 
regulators or gauges. 

The frame of the new truck is made 
of angle iron welded into a perma- 
nently rigid unit. A beveled steel 
plate welded to the frame forms the 
cylinder platform. Cylinders are held 
firmly in position by means of chains 
which are adjustable to accommodate 
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cylinders of different sizes. The truck 
has 12-in. cast iron wheels with 2-in. 
tires. The overall size is 48 in. high 
by 30 in. wide. Its weight is only 80 
Ibs. It is attractively finished with a 
durable, rust preventing black enamel 
which will not readily chip or peel. 


o 
Announce New Coal Burner 


A new automatic coal burner, de- 
signed for mounting on the ash pit 
door without disturbing existing grates 
or other parts of the furnace is an- 
nounced. 

The unit consists of a fan direct 
connected to the motor both mounted 
on the ash pit door and blowing air 
into the ash pit section. The ian is 
controlled from the room thermostat 
which operates the motor in place of 
the checks and drafts. 

The blower has a capacity of 100 
C.F.M. (free air delivery). Use of the 
blower eliminates all chains, pulleys, 
and manual operation. 

Full details are available from the 
Universal Blower Company, Birming- 
ham, Michigan, manufacturers. 
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Oil Fired Hot Water Heater 


A new oil-fired, hot water, storage 
heater, said to show remarkable sav- 
ings in operation costs over electric, 
gas and coal fired heaters is being 
manufactured by the Heil Company, 
Milwaukee, Wisconsin. ; 

The heater consists of a specially 
designed, down draft, tubular boiler 
fired with a Heil oil burner, of the 
gun type. The heater is heavily in- 
sulated top, bottom and circumference. 

Because of the large capacity the 


“unit is said to be especially suitable 


for estates, garages, clubs, apartments, 
restaurants or any commercial estab- 
































lishment requiring constant and large 
quantities of hot water. 

A leaflet showing the unit in detail 
and describing construction and opera- 
tion has been prepared and will be 
mailed to any dealer wishing a copy. 

Se 
New Conversion Burner 


A new gas conversion burner, ap- 
plicable to all types of heaters and 
based upon a new combustion prin- 
ciple, is announced by the Lee B. Met- 
tler Company, 406 South Main Street, 
Los Angeles, Cal. 

The burner is designed to fit into 
ash pit of the furnace with a bricked- 
in firing chamber replacing the grates 
and bare combustion surfaces. 

The firing principle is described as 
“Entrained Combustion.” The unit 
is built on the multi-jet principle; that 
is, multiple mixing chambers to each 
burner and multiple gas jets to each 
mixing chamber. The principle is said 
to give better combustion close to the 
end of the burners. 

The unit is manufactured complete 
with gas valve, safety switch, air regu- 
lator, refractory mixing block, gas 
manifold and damper. 





October, 1932 AMERICAN ARTISAN 





59 


SR |e e) 
SB OR RN. 





“Everything 
Used in Sheet Metal Work’’ 


<i OUR SLOGAN FOR MANY YEARS Pp 


HIS slogan is as good as it is old. It 
briefly states the kind of things we man- 
ufacture—stock—and sell. But on this par- 
ticular occasion we want to EMPHASIZE 
the fact that we SPECIALIZE in things 
SHEET METAL WORKERS USE. Also 


that we maintain three warehouse stocks for 








their convenience. In these stocks the trade 
will find products our co-operating manu- 
facturers advertise. 


Maybe we can help you pick the best to buy 
WE’LL TRY! 


+ Ask for price and the ert ay > 


=a D)euresienne):: 


“Eve " | . “Everything Used in Sheet Metal Work” 
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THERE’S PROFIT HERE 
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Sandwich Shop of ENDURO Stainless Steel 


ENDURO, Republic's Perfected Stainless Steel, 
opens the way for new sheet metal business. Rust- 
free, immune to fruit juices and most acids and 
chemicals, it is perfectly applicable for drainboards, 
sinks, counters, table tops, vats, cooking utensils, 
architectural trim and decoration, ventilators, 
grilles, smoke pipe and hundreds of other uses. 


Write today for your copy of "New Profits from a 
New Metal," describing this modern metal and its 
fabrication. As distributors we offer complete and 
prompt service. 
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Superior GALVANNEALED Sheet Steel 
is the result of constant research and 
experiment, conducted over a period of 
years to obtain a sheet that would meet 
satisfactorily the requirements of sheet 
metal contractors —- a sheet to which 
paints and lacquers would adhere most 
satisfactorily and one that would resist 
successfully severe formations or tem- 
perature changes. 


Outstanding is the ability of GALVAN- 
NEALED Sheet Steel to form under the 
most difficult of operations without in- 
jury to the protective, highly rust resist- 
ing coating. 


THE SUPERIOR SHEET STEEL CO. 
CANTON OHIO 





























THE J.M.& L.A. 


—OSBORNO— 
DETROIT—CLEVELAND— BUFFALO 














CANTON STEEL CEILINGS 


at rg? 





In remodeling work, one of the greatest opportunities offered 
you for immediate, profitable business is CANTON Steel Ceil- 
ings. Canton Steel Ceilings can be built in without tearing out 
the old ceiling at a price that is attracting business. 


Write immediately for dealer literature and newspaper advertis- 
ing which will promote the sale of CANTON Steel Ceilings. 


CANTON STEEL CEILING CO. 


Canton Ohio 





in Small Home Construction 











Let Osborn Co. 


SOLVE YOUR 
PROBLEM WITH 


THAT Ba / hy 


Chimney 
AND THAT 


Ventilating Job 


WITH A 


UNO 


Sure as sunrise ... No oiling... No 
oA greasing... Wind driven .. . Powerful 
suction... Electric Welded . . . Silent 
. . . No down drafts . . . Rain proof. 


UNO VENTILATOR COQ. 


CLIFTONDALE MASSACHUSETTS 
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Quaker City Mitre 


OTHER “BB”’ QUALITY PRODUCTS 
Gutter Hangers . . . Conductor Fast- 
eners . . . End Pieces and Caps... 
Conductor Heads . . . Ornamental 
Straps . . . Ventilators . . . etc. 











In FURNACE WORK 
the VIKING SHINES 
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, Heating Season is 
On!! Heating Contractors are 
radiating optimism, all be- 
cause furnace work is keeping 
them busy. Customers have 
held off owing to conditions 
but the furnaces are now be- 
ing made ready to start a 
season of heating work, so no 
more can they hold off. Cold 
weather will be along any day 
at all. Being able to offer 


speedy service right now is 
going to help a lot of heating 
contractors to more business. 
In this connection, let Viking 
Shears do their part. Take 
them right to the job. They 
will speed up all of your cut- 
ting and trimming work. The 
Viking Portable Bench Shear 
will save you lots of time and 
help you do the most work 
in the shortest time possible. 


Send for Particulars 


VIKING SHEAR CO., Erie, Pa. 
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MANUFACTURERS 


STRIBUTORS 


“Everything Used in Sheet Metal Work” 

















CINCINNATI 





DIECKMANN 
ELBOWS and SHOES 


are manufactured to 
conform to the In- 
dustry’s Simplified 
Practice Recom- 
mendation Number 
29 as issued by 
the U. S. Depart- 
F ment of Commerce. 


The FERDINAND DIECKMANN Co. 


P., O. Station B 























WHITNEY vtnenes 


LEVER 





No. 1 PUNCH 


Length, 34 inches. Ca- 
pacity %-inch hole 
through %-inch iron. 
Punches and dies in 
sizes from % to %& by 
64ths. 





No. 2 PUNCH 


—— 


Length, 23 inches. Ca- 
pacity #&-inch hole 
through %-inch iron. 
Punches and dies in 
sizes, #h-inch to %-inch 





5-inches. 
Ibs, 


No. 91 PUNCH 


a= 9 





by 64ths. i< 
, >= 
CHANNEL IRON | Capacity — % 
hrough %-inch, 1- 
PUNCH ay “heinch o 


2-inch hole through %- 
inch iron. Depth throat 
Weight 82 


No. 4B PUNCH 


Length—8% inches. Ca- 
pacity—%-inch through 
16 gauge. Deep Throat 
—2 inches. Weight—3 
pounds. Punches | and 


Dies—%” to & by 
64ths. 





No. 6 PUNCH 













Companion to No. 2 
Punch. Every part of | tractors. 


the two Punches Inter- 
changeable, including 
punches and dies. Ca- 
pacity, %-inch hole 
through % Anch iron. | 











We have tools for 
every purpose needed 
by Sheet Metal Con- | 


Ask your Jobber pacity 


W. A. WHITNEY MFG. COMPANY 
636 RACE STREET, ROCKFORD, ILL. 





} Length—26% inches. Ca- 

%-inch hole 
through %-inch iron; 
especially adapted for 
button punching or tem- 
plet work. 
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a” GIVE YOURSELF ", 
A BREAK! 


STANDARDIZE ONH & C 


On finer quality, better design and superior construction at standard 
prices, H & C has built the most popular line of registers in the 
world. And this fact is easy to understand, for most installers realize 
that in addition to the world of satisfaction derived from handling 
the best, it also pays greater dividends. 


Standardize on H & C. The line provides an unusually wide range of 
selection—the ideal registers for every type of installation. 


Leading Jobbers Carry Complete Stocks 














3 Pe. Air Conditioning Register No. 3331 


Our entire air conditioning line including one and three piece side- 
wall and baseboard registers and return air intakes to match, is 
available in three very attractive grille designs, including the one 
shown here—a sufficiently wide choice to meet almost every taste. 


No. 110 
Baseboard Register 
(Gravity Type) 


Simple, dignified, beautiful, this 
register is deservedly the most 
popular baseboard register on the 
market. Two other H & C base- 
board lines, however, in both 
one-piece and two-piece types, 
provide a wide range of selection. 














No. 265 Cold Air Face 


Particularly advantageous for single floor installation. Has large air 
capacity. Narrow mesh (1%6” x 1%,") prevents heel trouble. 
Offered in new No. 2 medium dark oak grain in addition to our 
lighter No. 1 oak, as well as all other standard finishes. 











WROUGHT WARM AIR 


REGISTERS 








HART & COOLEY MFG. CO. 


General Sales Offices, 61 W. Kinzie St., Chicago 
New Britain, Conn., Corbin Ave. Philadelphia, Architects Bldg. 
Boston, 75 Portland Street New York, 101 Park Ave. 
Registers for all purposes. Also a complete line of perforated and cast 


ornamental grilles, furnace regulators, dampers, damper regulators, pulleys, 
chain, and the H & C Automatic Heat ntrol, 
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News Items . 








Furnace Plant Activity 
The photograph shows new General Electric oil burn- 
ing furnaces ready for shipment from the Company’s Pitts- 
field plant. The furnaces shown in the photograph are 





without their external jackets, inasmuch as this outer 
covering is not attached until the time of actual installa- 
tion. 


o 
Full Time Schedule Resumed 


Odin Stove Mfg. Co., Erie, Pa., has resumed produc- 
tion on a full time schedule, reinstating large number of 
workers and bringing force up to regular quota. 


* 
Booklet on Chrome Iron Alloys 

The Rustl!ess Iron Corporation of America, 122 East 
42nd St., New York, makers of rustless chrome iron alloys, 
will mail to contractors an interesting booklet describing 
the composition and application of this new product. 

Rustless iron, according to this booklet, is made from 
chrome ore by a patented process. The metal is said to be 
immune to rusting, tarnishing and corrosion. It is bright 
and lustrous and lighter, but stronger, than steel. The 
material can be obtained in varying degrees of hardness— 
it can be had soft, ductile and formable or hard enough 
to resist abrasion. 

At present the material is available in a number of 
forms—among which are sheets. 


« 
Will Move to Holland, Michigan 


The Automatic Burner Company is making arrange- 
ments to move its plants in Chicago and in Galesburg, III, 
to Holland, Mich., where it will be possible to consolidate 
the two plants under one roof. The new plant will employ 
about 100 men and it will start operation some time in 
the fall. In making the change thirty families will move 
from Chicago and Galesburg to Holland, Mich. 


. 4 
Air-Conditioning Show Proves Popular 

Air conditioning has aroused public curiosity; 45,000 
Chicagoans visited a 3-week show put on by 21 exhibitors 
of apparatus. Devices were grouped in 4 general classes: 
(1) filters, to remove dust and pollens; (2) humidifiers; (3) 
room coolers, either ice or mechanical; (4) weather control 
plants operating in connection with warm air furnaces, 
Room coolers using ice were numerous, 
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Lamneck Reorganization 

Announcement is made of the organization of a new 
company—Lamneck Products, Inc.—succeeding The W. E. 
Lamneck Company. 

The new company is now operating and will continue in 
the manufacture and sale of Lamneck Simplified Furnace 
Pipe and Fittings—Registers and Cold Air Faces—Stove 
Pipe and Fittings—Furnace Accessories and Supplies of 
all kinds. 

In March, 1932, The W. E. Lamneck Company was 
placed in the hands of a receiver. By constructive manage- 
ment, the receiver, Mr. Perl S. Miller of Columbus, Ohio, 
succeeded in bringing about the formation of a new cor- 
poration—with executive personnel selected principally from 
the former company. 

Executives of Lamneck Products, Inc., are as follows: 

Paul L. Selby, President—Columbus attorney. 

Charles J. Holub, Vice President and Factory Super- 
intendent. Mr. Holub served with The W. E. Lamneck 
Co. from its inception. 

R. B. Thompson, Secretary and Treasurer. Mr. 
Thompson served in similar capacity with The W. E. Lam- 
neck Co., joining the organization in 1919. 

Ralph M. Tremain, Credit Manager. Mr. Tremain 
joined The W. E. Lamneck Co. in 1917, and served con- 
tinuously to the present. 

J. C. Bostain, General Sales Manager. Mr. Bostain 
comes to the new company from The Williamson Heater 
Co., Cincinnati, Ohio. 

The new company occupies the same four-story plant 
at 416-436 Dublin Ave., Columbus, Ohio, where a complete 
stock will be maintained for prompt service to the trade. 


. 

National Ass'n. of Sheet Metal Distributors 
Meeting 

Tuesday afternoon, October 18, in the Marlborough- 


Blenheim Hotel in Atlantic City, has been set as the time 
for the next meeting of the National Association of Sheet Metal 
Distributors. 

This announcement was made by Secretary George A. 
lernley, who is also Secretary-Treasurer of the National 
Hardware Association, Philadelphia. The sheet metal distribu- 
tors will meet, as is customary, concurrently with the annual 
convention of the Hardware Association, which is October 17th 
and 18th. 


Sd 


Put 250 Employees to Work 


Excelsior Stove & Mfg. Co., Quincy, IIl., has resumed 
operations following curtailment for several months, rein- 
stating about 250 men. 


*° 


Ventilation Equipment Manufacturer 
Automatic Ventilator Co., Corunna, Mich., has been 
organized by F. A. Strawsine, Corunna, and associates, to 
manufacture ventilating equipment. 


° 


Rebuild After Fire 


Merrill-Usher Co., 5-7 Artic Street, Worcester, Mass., 


manufacturer of sheet metal products, tinners’ tools, etc., 
plans rebuilding part of plant recently destroyed by fire. 
Loss about $30,000 with equipment. 
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cA T the first sign of cool weather 


your customers become interested, from a comfort and 
financial standpoint, in the condition of their heating plants. 
Last year’s experiences suddenly become “nightmares” in 
the minds of some of these home-owners, who immediately 
become profitable prospects. These nightmares grow into 
decisions to replace the “old boy” with a new furnace capable 
of carrying on over a period of years—one that will not only 
have the necessary “innards” but that will also do a real job 
of air conditioning. 


air conditioning demand with 100% performance. 


This picture puts the AKRON AIR 
BLAST dealer in on the ground floor. 


The AKRON AIR BLAST meets 
every specification in a manner that will be forever pleasing 
to the home-owner and most pleasing from a profit and 
reputation-building standpoint to the dealer. 


The MAY-FIEBEGER Co. 
NEWARK OHIO 


! 
NE MAY FIEREGEI 
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Do You Still 
Talk Quality? 


These days when everybody is talking 
price, it is a good thing not to forget to 
talk quality. For, after all, buyers want 
a reliable heating installation, no matter 
what they pay. When you sell Moncrief 
Furnaces, you can give your customers 
the best there is at prices that will get the 
business and pay you a profit. 


Send for particulars of the Moncrief 
proposition. 


The 


Henry Furnace & Foundry Co. 
3471 East 49th St. Cleveland, Ohio 





Branches at 
Pittsburgh, Pa., and Ashtabula, Ohio 


Eastern Office 
224 No. 23rd St., Philadelphia, Pa., E. L. Garner, Mgr. 


Pacific Coast Representative 
McPherson Furnace & Equipment Co., Seattle, Wash. 


Distributors: 


Chicago Furnace Supply Co., Chicago, III. 

Moncrief Furnace Co., Indianapolis, Ind. 

The F. H. Lawson Co., Cincinnati, Ohio. 

Johnson Furnace Co., Kansas City, Mo. 

E. A. Higgins Co., Omaha, Neb. 

J. M. & L. A. Osborn Co., Buffalo, N. Y. 
and Detroit, Mich. 

Geo. H. Cole Supply Co., Troy, N. Y. 

W. H. Landers Co., Syracuse, N. Y. 


Springfield Plumbing Supply Co., Spring-. 


field, Mass. 
Sheet Metal Supply Co., Milwaukee, Wis. 
Northern Metal & Mfg. Co., Green Bay, Wis. 
Schrader-Easley Co., Memphis, Tenn. 
Marshall-Wells Co., Duluth, Minn. 
The Behler- Young Co., Grand Rapids, Mich. 
Moncrief Heating Co., South Bend, Ind. 
Moncrief Heating Co., Youngstown, Ohio. 


MONCRIEF 
FURNACES 
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Ryerson Ninety Years Old 

A most interesting booklet has been prepared and is 
being distributed by Joseph T. Ryerson & Son, Inc., of 
Chicago, depicting in story and picture form the ninety 
years of progress and service of the company. 

Beginning as a one man, small business, in 1842, the 
story takes up the history of the firm and its progress 
through the years. Illustrations show the first quarters, 
then those at the time of the Chicago fire and last present 
warehouses and, buildings. 

The story relates how Mr. Ryerson’s journey from Phila- 
delphia, 900 miles, required nine days of hard travel by 
stage, boat and rail. Chicago, at that time, had only 6,000 
inhabitants. Slowly the business was expanded, moving 
from larger quarters to still larger quarters, each move wit- 
nessing increased business and enlarged fields of service. 





The Ryerson Chicago store occupied from 1853 until 1871 


In 1871 the entire physical business was wiped out, 
but immediately a new location and new quarters were 
opened. In 1902 the firm bought its own land and erected 
a warehouse. Again, in 1914, an enlarged program brought 
warehouses and offices in several cities. Existing plants 
were purchased until today there are ten steel service 
plants. 

The booklet gives a complete description of the firm’s 
present facilities and shows photographs of various plants 
and stocks. 

AMERICAN ARTISAN congratulates the firm on its splendid 
record and extends best wishes for continued progress and 
prosperity. 

5 


New Distributors for Control Equipment 

Barber-Colman Company of Rockford, Illinois, an- 
nounces the appo:ntment of two new distributors for their 
electrically operated temperature control equipment. 

Olson Brothers, 2612 Leavenworth Avenue, Omaha, 
Nebraska, will cover all of Nebraska, western half of Iowa 
including Des Moines, northwest quarter of Missouri and 
the eastern half of Kansas. 

Johnson Stoker Company, 407 State-Planters Building, 
Richmond, Virginia, will cover Maryland, the District of 
Columbia, Virginia, and North Carolina. 


¢ 
New Metal Alloy Firm 
National Metalloys Corp., Pittsburgh, has been or- 
ganized by I. A. Simon, 1060 Morewood Avenue, and 
Leon Falk, Jr., 1217 Farmers’ Bank Building, to manu- 
facture metal alloy specialties. 
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Sheet Metal Shop on Wheels 


John Goettl, of Mansfield, Ohio, long connected with 
the heating and sheet metal trades and for some time in- 
valided, has designed a sheet metal shop which can be es- 
tablished in the average, small sized truck. 

Mr. Goettl has prepared complete drawings of the 
shop, showing just where all supplies and equipment should 
be stored and giving complete plans for building the truck 
body or having it built. 

The feature of the shop is that materials which must 
be used for the average small contract for sheet metal or 
furnace work can be carried in the truck. In addition, such 
equipment as hand tools and small brakes, shears, etc., are 
accounted for. 

Mr. Goettl sells these plans. Readers who are inter- 
ested in securing a set of plans cap write AMERICAN ARTISAN 
for prices and information. 


Sd 


Interesting Heating Development 


A Columbus, Ohio, coal retailer informs the coal trade 
that he has contracted for 500 coal jets for the domestic 
burning of pulverized coal, and that he plans to make the 
installation of these jets in the early fall. He will furnish 
coal from his Columbus yard, where it is to be pulverized, 
and delivered in cloth sacks or tanks. 

The coal jet in question is the product of a subsidiary 
of the Jeffries Manufacturing Company, of Columbus, and 
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it is understood that the device will retail for about $400, 
with a $15 installation charge. The jet can be installed, 
it is said, in any domestic furnace. The equipment in- 
cludes a tank with a capacity of 675 pounds of pulverized 
coal, 

About 25 of the jets were operated in Columbus homes 
during the last winter. It is said that a Washington, D. C., 
retailer has placed an order for a thousand jets. The 
service will include the removal of the ash. It is claimed 
that the amount of fly ash has been reduced to a minimum. 


4 


Company Resumes Operations 


Reznor Mfg. Co., Mercer, Pa., manufacturer of stoves, 
parts, etc., has resumed production after curtailment for 
number of months, giving employment to about one-half 
normal working quota, which will be stepped up in near 
future. 


¢ 


Range Water Heating System 


A leaflet describing a water tank which can be installed 
in any coal or wood burning kitchen range and which will 
heat enough water to supply several room radiators has 
been prepared by Peter J. Born of 1042 Bloomfield Ave., 
Hoboken, New Jersey. 

The unit consists of a water jacket which fits in the 
firebox without obstructing the combustion space. The 
jacket is connected to room radiators by a customary pip- 
ing system with a return and operates on gravity flow. 

The system is said to be well adapted to small houses 
or for apartment houses where there is no central heating 
system. 





Here are a few reasons why 
you should be handling 


tHe ROAN 


AUTOMATICALLY CONTROLLED FURNACE FAN 








EG ROAN is the most successful 
furnace fan on the market today. 

The Roan will increase the effi- 
ciency of any warm air plant in which 
it is installed. 

The Roan reduces the temperature 
difference between the floors and 
ceiling. 

The Roan banishes the Uncom- 
fortable chill from the floors, corners, 
and far rooms of the home. 

The Roan lowers the basement 
temperature. 

The Roan forces the warm air 
within the shell of the furnace up into 
the rooms. 

The Roan will increase the air cir- 
culation throughout the entire system. 


» 


ROAN MFG. CO., 


The Roan is constantly working ex- 
cept when the fire is out. 


The Roan increases the humidity 
by pushing up the heavy humid air 
which is there when the water pan is 


kept filled. 


The Roan eliminates forced firing 
and burnt out fire pots. 


The Roan, to be installed, does not 
necessitate interruption of the heat- 
ing service. 


The Roan does not require recon- 
struction of the heating plant. 


The speed of the fan is in direct 
proportion to the heat in the bonnet 
of the furnace—"The only fan made 
having this feature." 


Write for prices and Literature 


1220 Washington 





1 Showing installed position of Roan-Automatic 
Fan Controller. 


2 Showing installed position of Roan Fan Unit. 











The power consumption is exceed- 
ingly low. 
The Roan is absolutely guaranteed. 


The Roan is priced so that the 
dealer enjoys a substantial profit. 


Ave., Racine, Wisconsin 
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Establish New Distributors 


The Automatic Products Company of Milwaukee, 
manufacturers of automatic controls for all types of heat- 
ing and ventilating equipment, announce the opening of 
their export office at 15 Laight Street, New York City—to 
facilitate the handling of all foreign orders. 

In connection with the expansion program of this 
company two new distributors have been appointed.; Fee 
and Stemwedel Inc., 221 West Chicago Avenue, Chicago, 
Illinois, are to be exclusive distributors for Northern IIli- 
nois and Northern Indiana; Fagan and Andrews, 181 West 
Michigan Street, Milwaukee, Wisconsin, are exclusive dis- 
tributors for the Northwest territory including Wisconsin, 
northern Michigan, Minnesota, North and South Dakota, 
and Iowa. 

The plant of this company is being considerably en- 
larged to handle the increased production schedule. In 
the very near future a complete line of automatic controls 
for air conditioning equipment will be announced. 
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Gas Burner Catalogue 

The new 1933 Sonner Gas Burner Catalog illustrating 
correct installation for all types of heating systems is now 
available. In it are listed the actual equivalent radiation 
capacities that each Sonner Burner will safely carry at all 
workable gas pressures, from 1 to 8 ounces of gas pressure 
and from 2%” to 14” of water pressure. Each illustra- 
tion shows clearly the proper location and types of rec- 
ommended automatic controls to be used for each specific 












































HE heating man 

who is developing 
the greatest volume 
of business these days 
is selling something 
with an unusual ap- 
peal and a price in 
keeping with the 
times. If it’s furnaces, 
the wise heating man 
is lining up with the 
new Andes BRN. 
Here is a furnace that 
in five years has 
achieved a remarkable 
reputation for “deliv- 
ering the goods.” The 
BRN boasts unusual 
features that are 
most appealing, but 


























GENEVA, 








The New BRN 


the outstanding feature 
ECONOMY. That’s what buyers of tight? 
today are vitally interested in. 
Most people today are looking for the us tell you the whole 
“real buy,” something that is reliable but BRN story. 


ANDES 
RANGE & FURNACE CORPORATION 


NEW YORE 
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type of heating systems. The data included for selecting 
the gas burner make it unnecessary to consult radiation 
charts and curves and engineers’ hand books. 

The following changes have been made in the new 1933 
Sonner Heat Machine: 

1—Telescoping adjustable draft box for primary and 
secondary air. This improvement aids particularly in warm 
air furnace installations by not having the draft box ynaee 
too far out in front of the ash pit door. 

2—The primary and secondary air door is arranged 
with positive rigid connection for use with the combination 
draft and damper controls. 

3—The Sonner Automatic Pilot is also adjustable and 
may be placed on.either side or at the center of the burner 
unit heads. 

4—The baffle supports are now cast with openings to 
provide cross supports for the cementing in of the unused 
portion of the grate area. 

5—The baffle itself is now self supporting. 

6—Manual control brass lever valves are now provided 
as auxiliary equipment. 


od 


To Manufacture Products 
Style Metal Specialties, Inc., Brooklyn, has been or- 
ganized by Paul Millman, 102 Taylor Street, Brooklyn, and 
Max Teitelbaum, 910 Prospect Avenue, Bronx, to manu- 
facture metal products. 
Ad 


Organize New Company 
Looney’s Sheet Metal Works, Inc., 314 South Kenosha 
Street, Tulsa, Okla., has been organized by Harold W. 
Looney and associates, to manufacture sheet metal 
products. 









































with a low original 
cost and most impor- 
tant of all, economical 
to operate. 
And that’s what the 
BRN dealer can talk 
most about, economy 
of operation. Who 
can pass over the fact 
that the BRN gives 
off 20% more heat 
from the same amount 
of fuel, gives a better 
distribution of heat, 
proper humidity and 
is FUEL is absolutely clean and 


Write us today. Let 
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Death of Wm. E. Lamneck 


Word has been received of the death in Columbus, 
Ohio, of William E. Lamneck, one of the active and long 
time members of the warm air heating industry. 

Mr. Lamneck organized the W. E. Lamneck Company, 
manufacturer of furnace pipe and fittings in 1917. 

Mr. Lamneck died as a result of a fractured skull suf- 
fered September 5 in the apartment of his brother Con- 
gressman A, P. Lamneck. Mr. Lamneck slipped in the 
bathroom of the’ apartment and in falling struck his head 
so severely that a skull fracture resulted. 

He is survived by his widow, a son, four brothers and 
his father and mother. 


+ 
J. L. Skuttle Breaks into Print 


J. L. Skuttle, long identified with the warm air heating 
industry and inventor of a number of products used in 
furnace work, sends us a clipping from the Mason City, 
Iowa, Globe-Gazette which describes the inventor’s early 
struggles to develop his unit and his subsequent success. 

Mr. Skuttle is probably best known for his humidifier 
which is now standard on a number of furnaces and which 
has been widely adopted by the trade. “The first humidi- 
fier,’ says Mr. Skuttle in the news item, “was a pretty 
crude affair. However, improvements have been made con- 
stantly, the latest being the application of the line trap 
which filters out grit and dirt. A screen has also been 
added for the same purpose. This trap also serves to keep 
lime out of the valve. A regulator which maintains a pre- 
determined water level according to demands for moisture 
and temperature has also been added.” 

The article-also describes some of the other products 
developed lately and details some of the interesting early 
experiences of the inventor. 


Sd 


New Sales Chief 


H. F. Harper, president of 
Motor Wheel Corporation, 
Lansing, announces the ap- 
pointment of M. F. Cotes as 
sales director of the Corpora- 
tion’s Heater Division, man- 
ufacturing MW Oil-Burning 
Utilities. 

The new merchandising ex- 
ecutive has been a prominent 
figure in the oil-heat industry 
for a number of years, as 
president of the Draft-A-Jus- 
tor Corporation, and more 
recently, since 1929, as presi- 
dent and active sales head of the Quaker Manufacturing 
Company, Chicago, makers of oil-burning space heaters. 

In his new position, Mr. Cotes will control all merchan- 
dising activities of the Heater Division whose business is in 
automatic weather control units, boiler units for steam and 
hot-water heating, water heaters, ranges and other oil-burn- 
ing apparatus. 





Sd 


Distributer Sells Out 
J. M. & L. A. Osborn Co., 64 Rapin Street, Buffalo, 
manufacturer and distributer of iron and steel products, 
has purchased the Buffalo division of Garley Steel Co., 
Inc., 50-54 Buell Avenue, with headquarters at Chicago. 
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Better | 
Product 





You 
CAN MAKE MONEY 


on this Line 








HE VERNOIS 





T Line is a line that 














———rmerits your con- 
sideration today, if you 
are not already familiar 
with the profit possibili- _ 
ties of products of VER- q5* | 

NOIS manufacture. VERNOES 
Better Built 
FURNACE 


Now, during the early 
stages of the heating season, there is much 
business to be had, both in replacement 
work and new furnace installations. Fur- 
naces do not last forever and each year a 
certain percentage are 
repaired and replaced, 
so that it is a matter of 
going after this busi- 
ness with a line that 
has the proper appeal 
5 as to mechanical con- 
struction, reputation 
oe and price. 
The VERNOIS Line answers these 
qualifications so well that heating con- 
tractors are able to sell new jobs in many 
cases where only repair work has been 
considered by the home- 
owner. 


The VERNOIS Gas 
Range and the VER- 
NOIS Enameled Circu- 
lator are also products of 
the VERNOIS Line that 
have been instrumental in 
creating profits for many 
heating contractors. oe 


Write for literature descriptive of the VERNOIS Line. 
Become a booster of the “Line of Better Products.’ 


MT. VERNON FURNACE & MFG. CO. 
MT. VERNON ILLINOIS 
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NEW 








AND { =e welentmaty Over 200 Manufacturers of Oil Burners 
BETTER Ve: e ow The September issue of FUEL OIL JOURNAL carries 
3/8-INCH gee | AAT p™,) its fourth annual list of officers of active oil burner manu- 
DAMPER ~— Voge ) . facturers and is longer than any of the three lists published 

“iM in the past. In addition to giving the key executives of 
REGULATOR \. J each company, the 1932 roster with over 200) manufacturers, 


includes in most cases, the kind of burner made by each 


H & C Damper Regulator Sets, Cadmium finish, ; company. 

are now available in 34” as well as 4” size. The WS 8 

%” size has a third lug for secure fastening. ‘e. So 
Each set is furnished complete in one envelope ° 


with rivets, screws and a pair of combination (regular ae , New Oil Burning Furnace 


or splitter) bearings. Separate parts as ordered. 
oe George Evans, who has been manufacturing sheet 
HART & COOLEY MFG. COMPANY 61 W. Kinzie St., Chicago ° ee a 
metal products in Moline, Iowa, for some 17 years, an- 
nounces that he has been experimenting with a personally 
é ” designed oil burning furnace for several months and has 
You GET MORE BUSINESS now started production on the unit. The furnace has 
been tested in his own home, in his factory and in several 
local installations. 
The manufacture will be conducted under the name of 








Kester Solder is easier and _ better result. It gives you a 
quicker—the acid fluxisinthe chance at more jobs and keeps 
solder. Kester Solder is pure your shop busy the whole 





—it is made of virgin metals, year with permanently satis- The George Evans Corp., of Moline, Iowa. 
whichinsuresapermanentper- fied customers. o 
fect job that will never break. KESTER SOLDER COMPANY 
Your helpers like itbecause 4241 Wrightwood Ave., Chicago Plan Permanent Stoker Exhibit 
it Saves time ined teadaeat none At a meeting of the recently organized Western Stoker 
and brings a of Canada, Ltd., Brantford Association, a committee was appointed to consider ways 


and means for providing in Salt Lake City, headquarters 
ESTE of the new association, a permanent exhibit of stokers, to 
K iR be located in as strategic a point as possible in the city’s 
business district. Members of this same association also 
SOrpER— are planning an extensive sales campaign this fall and win- 
ter in promoting the use of stokers. The new organiza- 


tion is composed of manufacturers and sales agencies of 
automatic coal stokers operating in Salt Lake City and 


Find out what ||)" ; 
THE MEYER FURNACE CO. Petroleum Heat & Power Co. Opens 


. » Boston Branch 
(Makers of WEIR Furnaces in Peoria, Il.) The Petroleum Heat & Power Co. of Stamford, Conn., 


are doing about has opened a factory branch sales office at 415 Boylston 


street, Boston, Mass., to serve the Boston territory. J. 
Al R CO N DIT| O N i N G Henry Brody is sales manager of the new branch, and J. L. 
Miller is his assistant. A. L. Jewett, J. A. Slaman, J. R. 


Couthard, A. C. Hatch and P. B. Waters are also asso- 





























An inquiry will bring you ciated with this branch. 
valuable information + 
| Laclede Stoker Co. Expanding 














The Laclede Stoker Co. of St. Louis, Mo., has been in- 
FU RNA CE RE PAI RS corporated with a capital of $300,000 to take over and 

expand the company of the same name at 4438 Hunt street, 
St. Louis. Henry F. Welch is at the head of the new com- 
pany. 





Sd 


New Chicago Burner Distributor 
The Heating and Ventilating Co., Old Colony build- 
: ing, Chicago, has beeen appointed distributor for the mid- 
Quick west region for the Uni-Fire oil burner of Detroit. 
Service Heating and Ventilating Co., has been jobbing heating 


To Fit 
All 





Makes of by Express e ; . _. , . . 
Dewees Freight or appliances for some time. The company will now apoint 
Truck local dealers throughout the Chicago territory. 
Uni-Fire was first offered in 1931. The burner sells 
SEND FOR OUR NEW CATALOG in the $200 factory list price, Features listed for the burner 
THE PEERLESS FOUNDRY COMPANY are—one moving part, non-carbonizing cup, ash pit installa- 





INDIANAPOLIS INDIANA tion, quietness, radiant flame of the wall-wiping type. 
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Leaflet on Ventilation 

A four-page leaflet showing ventilation items such as 
gravity ventilators, blowers, exhausters, heat circulators, 
rotary ventilators, chimney ventilators and fan ventilators 
has been prepared by the J. M. and L. A. Osborn Company. 

Each item is arranged for good descriptive display and 
is accompanied by text explaining construction and appli- 
cation, 

Copies of the leaflet can be secured from the Osborn 
company through any one of their local branches. 


5 
Stainless Steel Sheet Booklet 

What can and can’t be done and expected of stainless 
steel sheets, as well as information on how to fabricate, an- 
neal, weld, draw, rivet, solder and other processes is elab- 
orately presented in a new booklet issued by American 
Sheet and Tin Plate Company, Frick Building, Pittsburgh, 
Penna. 

These various discussions of processing are illustrated 
and covered in detail in the various chapters. 

Contractors who are using stainless steel and who re- 
quire the most up-to-date information on its use and han- 
dling can get a copy of this book by writing the company. 

oa 
New Gas Furnace Bulletin 

A bulletin showing in detail a Ine of new square cased 
gas furnaces has been prepared by the Payne Furnace and 
Supply Company, 336 North Foothill Road, Beverley Hills, 
California. 

This new line of furnaces consists of two types—one 
for mild climates; the other for cold climates. The differ- 
ence lies in the construction which for cold climates makes 
direct returns possible while in mild climates circulation off 
the floor of the basement can be used. 

The furnaces range from 30,000 to 180,000 B.t.u. input 
capacity. The furnaces are also divided into single and 
double burner units which may be hooked together to se- 
cure any input capacity required. Casings will be furnished 
in either plain galvanized iron or in a special orange colored 
crinkle finish where the heater is to be placed in or near a 
basement recreation room. 

The bulletin describes the units in detail, shows all 
construction and operating features and gives complete 
tables of dimensions, ratings, etc. In addition, the general 
application of gas-fired furnaces to various conditions is 
discussed. 

Copies of this bulletin may be secured from the Payne 
company. 


¢ 
Automatic Control Leaflet 

A four-page leaflet describing the full line of automatic 
controls for air conditioning systems has been prepared by 
Automatic Products Company, 121 North Broadway, Mil- 
waukee, Wisconsin. 

Among the items shown are the humidity regulator, 
solenoid water valve, water regulator, etc. Full descriptions 
of each item are included. 

Copies of the leaflet can be secured from the company. 


« 
September Price List Available 

A new price list, effective September 1, 1932, is being 
mailed by the R. J. Schwab and Sons Company, 605 South 
First Street, Milwaukee, Wisconsin. 

The list contains prices on all the company’s varied 
line of jobbed and manufactured equipment. Copies can be 
had from the company. 
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COOK 
Heat Control 


Automatically opens and closes the 
draft and check doors of hard fuel 
heating plants at the demands of a 
thermostat. Provides COMFORT, 
CONVENIENCE, HEALTH, 
SAFETY, and FUEL ECONOMY. 








QUICK TURNOVER 


97 out of every 100 homes are 
prospects. 





This is an opportunity. 

There is a demand for 
PROFITS automatic heat. Supply 

It carries a long margin of profit— that demand with Cook 

sufficient to pay for aggressive sell- Heat Control. 

ing effort and still allow a liberal 


net profit. Ww R nN T E 
DEPENDABILITY tT ODAY 


60,000 units giving satisfactory for our complete mer- 
service. —Listed as standard by chandising plan on 
The Underwriter’s Laboratories. Cook Heat Control, 
—Approved by the Anthracite In- Limit Control, Relays, 
stitute and backed by thirty years Electric Clock Ther- 
of electrical manufacturing ex- mostat, Stoker Con- 
perience. trols, etc. 


COOK ELECTRIC COMPANY 


2706 SOUTHPORT AVE. CHICAGO, ILLINOIS 
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New List Prices 
UNOS 


Write your jobber for 
the lowered 1932 prices 
on the improved UNO. 


5 





Repricing gives all sizes 
—4 inches to 48 inches 
—at the lowest cost of 
all turbines. 


+ 
MakeEXTRA PROFIT 


. .. and please your cus- 
tomer. 





Sure as sunrise... No oiling ... No 
greasing ... Wind driven... Powerful 
suction . . . Electric welded . . . Silent 
. . . No down drafts .. . Rain proof. 


UNO VENTILATOR CO. 


CLIFTONDALE MASSACHUSETTS 














Poorless. 


“Only the Best” 


For the furnace manufac- 
turer and sheet metal 
contractor Peerless pro- 
vides complete units or 
parts for warm air fan and 
blower systems. Special 
equipment designed and 
built to specifications. 
Write for catalog. 


Pee we RS 


FURNACE FANS 
MOTORS & CONTROLS 








THE PEERLESS ELECTRIC COMPANY, Established 1893 


2500 MARKET STREET 
WARREN, OHIO 


Complete Engineering Service for the Asking ee 


Our Line 
Light ¢ and hea’ heavy 
machinery for 

~ all classes of 





FURNACE & BOILER 
REPAIRS 


GRATE BARS AND RESTS, FIRE 
POTS, FEED SECTIONS, 
FIRE BRICK, ETC. 
@ 









IN STOCK . . . READY FOR 
IMMEDIATE SHIPMENT 


E PAL 


Head and shoulders 


above 


Furnished Com- 
plete 
necessary fitting 


anythin n 
with every aoe 


its price class 


Offers the greatest 
profit opportunity in the heat control field. 


Investigate it at once. 
Handled by leading jobbers. 


HART & COOLEY MFC. CO. 


61 W. Kinzie St. 
CHICAGO, ILL. 
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BUYERS’ GUIDE 





AIR CLEANERS 
American Air Filter Co., Inc., Louisville, 
Ky. 


Kleenaire Filter Co., Stevens Point, Wis. 
Lakeside Co., Hermansville, Mich. 
Owens-Illinois Glass Co., Toledo, Ohio 


AIR CONDITIONERS 
(See Unit Air Conditioners) 


AIR WASHERS 


Gehri & Co., Inc., A., Tacoma, Wash. 
Health Air Systems, Ann Arbor, Mich. 
Hess Warming & Vent. Co., Chicago, Ill. 
Lakeside Co., Hermarsville, Mich. 
Meyer Furnace Co., The, Peoria. Illinois. 


BLAST GATES 
Co., Philadelphia, Pa. 
BLOWERS 


Bishop & Babcock Sales Co., The, Cleve- 
land, Ohio. 


Gehri & Co., Inc., 


Berger Bros. 


A., Tacoma, Wash. 
Health-Air Systems, Ann Arbor, Mich. 
Hess Warming & Vent. Co., Chicago, III. 


Henry Furnace & Fdy. Co., Cleveland, 
Ohio 


Lakeside Co., Hermansville, Mich. 
Meyer Furnace Co., The, Peoria, Illinois. 
Peerless Electric Co., Warren. Ohio 
BRAKES—BENDING 
Dreis & Krump Mfg. Co., Chicago, Ill. 
Interstate Machinery Co., Chicago, III. 
BRAKES—CORNICE 
Dreis & Krump Mfg. Co., Chicago, Ill. 
Interstate Machinery Co., Chicago, Ill. 
BRASS AND COPPER 
American Brass Co., Waterbury, Conn. 


Revere Copper and Brass, Inc., Rome, 
nm. Ze 
BURNERS, GAS CONVERSION 


Bialosky Bros. & Co., The, Cleveland. 
CASING RINGS—FURNACE 
Forest City Foundries Co., Cleveland, 

Ohio. 


a Foundry Co., Inc., Indianapolis, 
nd. 


CASTINGS—MALLEABLE 


Philadelphia, Pa. 
Ohio 


Berger Bros. Co., 
Fanner Mfg. Company, Cleveland, 


CEILINGS—METAL 


Canton Steel Ceiling Co., Canton, Ohio 

Globe Iron Roofing and Corrugating Com- 
pany, Cincinnati, Ohio 

Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 

Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 

CEMENT—FURNACE 

Milcor Steel Co., Milwaukee, Canton, Chi- 

cago, LaCrosse, Kansas City. 


Northwestern Stove soe ase 
Osborn Co., The J. ah. 4d. 
Cleveland, Buttaio” 


CHAIN—FURNACE 


Hart & Cooley Mfg. Co., Chicago, III. 


Russell Mfg. Co., Inc., The John M., 
Naugatuck, Conn. 


CHAPLETS 
Fanner Mfg. Company, Cleveland, Ohio 
CLEA NERS—FURNACE 
VACUUM 


Chicago. 
Detroit, 


Baker Furnace Co., Toledo, Ohio. 

Breuer Elec. Mfg. Co., Chicago, Ill. 
National Super Service Co., Toledo, Ohio 
Northwestern Stove Repair Co., Chicago. 
Ramey Mfg. Co., The, Columbus, Ohio. 


oe ELBOWS 
AND SHOES 


Barnes Metal atten Co., Chicago, Ill. 

Berger Bros, Co., Philadelphia, Pa. 

Brown Wales Co., Boston. Mass. 

Globe Iron Roofing & Corrugating Co., 
Cincinnati, Ohio 

Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City 

Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 





CONDUCTOR FITTINGS 
Barnes Metal Products Co., Chicago, Ill. 
Berger Bros. Co., Philadelphia, Pa. 
Brown Wales Co., Boston, Mass. 

Globe Iron Roofing & Corrugating Co., 
Cincinnati, Ohio 

Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 

The J. 

Buffalo 


Osborn Co., 
Cleveland, 


CONDUCTOR PIPE 


Barnes Metal Products Co., Chicago, Ill. 

Berger Bros. Co., Philadelphia, Pa. 

Brown Wales Co., Boston, Mass, 

Globe Iron Roofing & Corrugating Co., 
Cincinnati, Ohio 

Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 

Osborn Co., The J. M. & L. A., 
Cleveland, Buffalo 


M. & L. A., Detroit, 


Detroit, 


CONTROLS, FURNACE 
Automatic Humidifier Sales Co., Detroit, 
Mich, 


Peerless Electric Co., Warren, Ohio 


COPPER 


American Brass Co., Waterbury, Cono. 
Brown Wales Co., Boston, Mass. 
Revere Copper & Brass, Inc., Rome, N. Y. 


CORNICES 
Globe Iron Roofing & Corrugating 
Cincinnati, Ohio 
Meyer & Bro. Co., F., Peoria, Ill. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City 


Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 


CRIMPING MACHINES 


Bertsch & Company, Cambridge City, Ind. 
Interstate Machinery Co., Chicago, Ill. 


Ce, 


CUT-OFFS—RAIN WATER 


Barnes Metal Products Co., Chicago, Ill. 
Meyer & Bro. Co., F., Peoria, Ill. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City 


Osborn Co., The J. M. & L. A., 
Cleveland, Buffalo 


DAMPERS—QUADRANTS— 
ACCESSORIES 
Aeolus Dickinson, Chicago, Il. 
Hart & Cooley Mfg. Co., Chicago, III. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City 


Parker-Kalon Corp., New York, N. Y. 
Young Ventilating Co., Cleveland, Ohio 


DIFFUSERS—AIR DUCT 
Aeolus Dickinson, Chicago, II. 


DRIVE SCREWS—HARDENED 
METALLIC 


Interstate Machinery Co., Chicago, IIl. 
Parker-Kalon Corp., New York 


EAVES TROUGH 


Barnes Metal Products Co., Chicago, III. 
Berger Bros, Co., Philadelphia, Pa. 
Brown Wales Co., Boston, Mass. 


Globe Iron Roofing & Corrugating Co. 
Cincinnati, Ohio 


Milcor Steel Co., Milwaukee, Canton, Chi 
cago, LaCrosse, Kansas City 


Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 


EAVES TROUGH 
HANGERS 
Barnes Metal Products Co., Chicago, 13) 


Berger Bros. Co., Philadelphia, Pa. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas Ci ty 


Detroit, 


FANS, DRAFT 
Vacu-Draft Corp., Muncie, Ind. 


FANS—FURNACE 


A-C Mfg. Company, Pontiac, Illinois 
Gehri & Co., Inc., A., Tacoma, Wash. 


Roan Mfg. Co., Racine, Wis 


Peerless Electric Co., Warren, Ohio 
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FILTERS—AIR 

or Air Filter Co., Inc., Louisville, 
Kleenaire Filter Co., Stevens Point, Wis. 
Lakeside Co., Hermansville, Mich. 
Owens-Illinois Glass Co., Toledo, Ohio 

FILTERS—FURNACE 
oe Air Filter Co., Inc., Louisville, 

y. 

Gehri & Co., Inc., A., Tacoma, Wash. 
Kleenaire Filter Co., Stevens Point, Wis. 
Lakeside Co., Hermansville, Mich. 
Owens-Illinois Glass Co., Toledo, Ohio 
FITTINGS, PIPE, GAS STOVE 
Fanner Mfg. Co., Cleveland, Ohio. 


FLUXES—SOLDERING 
Kester Solder Company, Chicago, I11. 


FORMING ROLLS 


Bertsch & Company, Cambridge City, Ind. 
Interstate Machinery Co., Chicago, Ill. 


FURNACE CLEANERS 
(See Cleaners—Furnace Vacuum) 


FURNACES FOR GAS OR OIL 


Health-Air Systems, Ann Arbor, Mich. 
a Furnace & Foundry Co., Cleveland, 
0. 


FURNACES—GAS 
Forest City Foundries Co., Cleveland, 
Ohio 


nay Furnace & Foundry Co., Cleveland, 
° 


Lennox Furnace Co., Marshalltown, Iowa 

Meyer Furnace Company, Peoria, Ill. 

Payne Furnace and Supply Co., Beverly 
Hills, Calif. : 


FURNACES—GAS AUXILIARY 
Forest City Foundries Co., Cleveland, Ohio 


FURNACES, GAS SOLDERING 
Interstate Machinery Co., Chicago. 


FURNACES—OIL BURNING 


Meyer Furnace Co., The, Peoria, Illinois. 
Soe ae Corp., Heater Div., Lansing, 


Peerless Foundry Co., Indianapolis, Ind. 


FURNACES—WARM AIR 
(See Also Unit Air Conditioners) 


Agricola Furnace Co., Gadsden, Ala. 
Angm Sues & Furnace Corp., Geneva, 


Deshler Foundry & Machine Works, Desh- 
ler, Ohio 

Forest City Foundries Co., Cleveland, Ohio 
Fox Furnace Co., The, Elyria, Ohio. 
Health-Air Systems, Ann Arbor, Mich. 
Henry Furnace & Fdy. Co., Cleveland, Ohio 
Hess Warming & Vent. Co., Chicago, IIl. 
Lennox Furnace Co., Marshalltown, Iowa 
May-Fiebeger Co., The, Newark, Ohio. 
Meyer Furnace Co., The, Peoria, Illinois 
wes Corp., Heater Div., Lansing, 


Mt. Vernon Furnace & Mfg. Co., Mt. Ver- 
non, Ill. 


Payne Furnace & Supply Co., Beverly 
Hills, Calif. 


Peerless Foundry Co., Indianapolis, Ind. 
GRILLES 


Harrington & King Perforating Co., Chi- 
cago, Ill. 
Hart & Cooley Mfg. Co., Chicago, Ill. 


Independent Register & Mfg. Co., Cleve- 
land, Ohio. 


Meyer & Bro. Co., F., Peoria, Ill. 
Rock Island Register Co., Rock Island, III. 


GUARDS—MACHINE AND BELT 


Harrington & King Perforating Co., Chi- 
cago, Til. 


HANDLES—BOILER 
Berger Bros. Co., Philadelphia, Pa. 


HANDLES—FURNACE DOOR 
Fanner Mfg. Co., Cleveland, Ohio, 





HANDLES—SOLDERING IRON 
Parker-Kalon Corp., New York, N. Y, 


HEATERS—CABINET 


Agricola Furnace Co., Gadsden, Ala. 


Motor Wheel Corp., Heater Div., Lan- 
sing, Mich. 


Mt. Vernon Furnace & Mfg. Co., Mt. Ver- 
non, IIL 


Payne Furnace & Supply Co., Beverly 
Hills, Calif. 


HEATERS—GAS CABINET 
Mt. Vernon Furnace & Mfg. Co., Mt. 
Vernon, Ill. 


Payne Furnace & Supply Co., Beverly 
Hills, Calif. 


HEATERS—SCHOOL ROOM 


May-Fiebeger Co., The, Newark, Ohio. 
Meyer Furnace Company, The, Peoria, Il. 
Peerless Foundry Co., Indianapolis, Ind. 


HUMIDIFIERS 
Automatic Humidifier Sales Co., Detroit, 
Mich. 


Clarm Mechanical Devices Co., Lima, 
Ohio 


Columbus Humidifier Co., Columbus, Ohio. 
Hess Warming & Vont. Co., Chicago, III. 
Lakeside Co., Hermansville, Mich. 
Meyer & Bro. Company, F., Peoria, Ill. 
Sallada Mfg. Co., Minneapolis, Minn. 
Skuttle Co., The J. L., Dowagiac, Mich. 


MACHINERY—CULVERT 


Bertsch & Co., Cambridge City, Ind. 
Interstate Machinery Co., Chicago, Ill. 


MACHINERY—REBUILT AND 
USED 


Interstate Machinery Co., Chicago, Ill. 


MAOHINES AND TOOLS— 
SHEET METAL WORKING 


Bertsch & Company, Cambridge City, Ind. 

Brown Wales Co., Boston, Mass. 

Dreis & Krump Mfg. Co., Chicago, Il. 

Interstate Machinery Co., Chicago, Ill. 

Marshalltown Mfg. Co., Marshalltown, 
Towa, 

Parker-Kalon Corp., New York, N. Y. 

Viking Shear Co., Erie, Pa. 

Whitney Mfg. Co., W. A., Rockford, Ill. 


METAL LATH—EXPANDED 
Barnes Metal Products Co., Chicago, III. 
Milcor Steel Co., Milwaukee, Canton, Chi- 

cago, LaCrosse, Kansas City. 


Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo. 


MITERS 
Barnes Metal Products Co., Chicago, Ill. 
Berger Bros, Co., Philadelphia, Pa. 
Mileor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 
Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo. 
NAILS—HARDENED MASONRY 


Interstate Machinery Co., Chicago, Ill. 
Parker-Kalon Corp., New York, N. Y. 


PERFORATED METALS 
Harrington & King Perforating Co., Chi- 
cago, Ill. 


PIPE AND FITTINGS— 
FURNACE 
Dieckmann Co., The Ferdinand, Cincinnati, 
Ohio 
Henry Furnace & Fdy. Co., Cleveland. 
Ohic. 


Meyer & Bro. Co., F., Peoria, Ill. 

Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 

Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 


Peerless Foundry Co., Indianapolis, Ind. 


POKERS—FURNACE 
Fanner Mfg. Co., Cleveland, Ohio. 
Henry Furnace & Foundry Co., Cleveland, 

Ohio. 


Independent Reg. & Mfg. Co., Cleveland, 
Ohio. 





No. 00 


HEADQUARTERS 
for CHAIN—S-HOOKS 


FURNA 


All the leading types and sizes of chain and 
S-Hooks — priced as low as is consistent with 


quality. Furnish 


in cartons. Bright, electro-galvanized or coppered 


finish. Also a 


pulleys, dampers and damper control sets. Write 
for Furnace Accessories Catalog. 


HART & COOLEY Mig. Co. 


G1 W. KINZIE ST. 





CE ACCESSORIES 


ed on reels or in desired lengths 


full line of furnace regulators, 


CHICAGO 




















VENTILATORS 


OR industrial buildings, 

schools, homes, theaters, etc. 
Made in 14 different metals. 
Constant ventilation—no noise 
—no upkeep. 


ZZEOLUS DICKINSON 
Industrial aes 2 of Paul Dickinson, 
Ce 


3332-52 South Artesian Avenue 
Chicago, Ill. 














—-CLARM 











ia] 
h ; HUMID-A- STAT | \ A 





Tue Clarm Humid-A-Stat 


has _ six features that are found 


in no other humidifier. It can be installed within an hour’s 
time by the simple removal of one hot air pipe. Write for 
literature which explains these six important features, and 
tells how you can drum up profitable business. 


CLARM, MECHANICAL DEVICES CO. 


410 S. ELIZABETH STREET 





























EVICES 


LIMA, OHIO 





















































7404 LOOMIS BLVD. 





CHICAGO 





Box and Pan Brake 
STEEL BRAKES—PRESSES—SHEARS 
DREIS & KRUMP MFG. CO. 


Power Squaring Shear 


CHICAGO 




















AMERICAN 


Reversible ... Sturdy 
Attractively Priced 


14 gross to the 
Cajon... 
Sizes: 6, 7, 
8 84,9, 
+0, 12, 

14 inches 


Also a 
Complete 
Line of... 
Clips & Tips, 
Chain, Pulleys 


Regulators, ete. 


& 
Cray 
a CHG OF 

61. W. Kinzie St. 
CHICAGO 








HEAT BOOSTER PROFITS NOW 
AVAILABLE 


Talk Heat Boosters in con- 
nection with repair work. 
Talk about the A-C, its ad- 
vantages to users, and re- 
member its profit possibili- 
ties to you. Furnace re- 
pairing and A-C_ Booster 
profits go hand in hand. 
Write for our story and tell 
it to your prospects. 








A-C MANUFACTURING CO. 
417 Sherman Ave., 
Pontiac, Ill. 





HEAT BOOSTER 

















SIMPLEX HUMIDIFIER 


IT’S EASY 

TO SELL 

IT’S EASY 
TO INSTALL 
IT’S TRULY 
AUTOMATIC 


Write for our dealer, 
jobber or manufac. 
turer proposition. 


SALLADA MANUFACTURING CO. 
720 South 4th St., Minneapolis, Minn. 


FORCED AIR REGISTERS 
The Complete Line 














INDEPENDENT REGISTER & MFG. CO. 
3741 East 93rd Street Cleveland, Ohio 


ARTISAN 
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PRESSES 
Dries & Krump Mfg. Co., Chicago, IIl. 


PULLEYS—FURNACE 
Hart & Cooley Mfg. Co., Chicago, Ill. 


PUNCHES 


Bertsch & Co., Cambridge City, Ind. 
{nterstate Machinery Co., Chicago, II. 
Parker-Kalon Corp., New York, N. Y. 
W. A, Whitney Mfg. Co., Rockford, Ill. 


PUNCHES—COMBINATION 
BENCH AND HAND 


Interstate Machinery Co., Chicago, I). 
Parker-Kalon Corp., New York, N. Y. 


PUNCHES—HAND 


Interstate Machinery Co., Chicago, Ill. 
Parker-Kalon Corp., New York, N. Y. 
W. A. Whitney Mfg. Co., Rockford, Ill. 


RADIATOR CABINETS 


Hart & Cooley Mfg. Co., Chicago, Ill. 

Meyer & Bro. Co., F., Peoria, Ill. 

Revere Copper & Brass, Inc., New York 
City. 


REGISTERS 


Forest City Foundries Co., Cleveland, Ohio. 

Hart & Cooley Mfg. Co., Chicago, Ill. 

Henry Furnace & Fdy. Co., Cleveland, 
Ohio. 


Independent Register & Mfg. Co., Cleve- 
land, Ohio, 

Meyer & Bro. Co., F., Peoria, Ill. 
Milcor Steel Co., Milwaukee, Canton, Chil- 
cago, LaCrosse, Kansas City. 
Osborn Co., The J. M. & L. A., 

Cleveland, Buffalo 


Peerless Foundry Co., Indianapolis, Ind. 


REGISTERS—WOOD 


Auer Register Co., Cleveland, Ohio. 
Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 
Osborn Co., The J. M. & L. A., 

Cleveland, Buffalo 


REGULATORS AND LOCKS, 
VOLUME DAMPER 


Young Ventilating Co., The, Cleveland, O. 


REGULATORS—AUTOMATIC 
HEAT 


Cook Electric Co., Chicago, Ill. 

Hart & Cooley Mfg. Co., Chicago, Ill. 

Minneapolis-Honeywell Regulator Co., Min- 
neapolis, Minn. 


REPAIRS—STOVE AND 
FURNACE 


Brauer Supply Co., A. G., St. Louis, Mo. 

Des Moines Stove Repair Co., Des Moines, 
Towa. 

National Foundry & Furnace Co., 
ton, Ohio, 

ee Stove Repair Co., Chicago, 
Il. 


Detroit, 


Detroit, 


Day- 


Peerless Foundry Co., Indianapolis, Ind. 


RIDGING 


Barnes Metal Products Co., Chicago, III. 

Berger Bros. Co., Philadelphia, Pa. 

Globe Iron Roofing & Corrugating Co., 
Cincinnati, Ohio. 

Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 
Osborn Co., The J. M. & L. A., 

Cleveland, Buffalo 


RINGS—FURNACE CASING 
Forest City Foundries Co., Cleveland, Ohio. 


ROOF FLASHING 


Barnes Metal Products Co., Chicago, Il. 

Globe Iron Roofing & Corrugating Co., 
Cincinnati, Ohio. 

Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 


Osborn Co., The J. M. & L. A., 
Cleveland, Buffalo 


ROOFING—IRON AND STEEL 
American Rolling Mill Co., Middletown, 
Ohio. 


Detroit, 


Detroit, 


Barnes Metal Products Co., Chicago, Ill. 





Brown Wales Co., Boston, Mass. 

Globe Iron Roofing & Corrugating 
Cincinnati, Ohio. 

Inland Steel Company, Chicago, IIl. 

Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 

oe Rolling Mill Co., The, Newport, 

J. 


Co., 


Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 
Republic Steel Corp., Youngstown, Ohio. 


ROOFING—TIN AND TERNE 


Berger Bros. Co., Philadelphia, Pa. 
Brown Wales Co., Boston, Mass. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 


Newport Rolling Mill Co., Newport, Ky. 


Osborn Co.,.The J. M. & L. A., Detroit, 
Cleveland, Buffalo 


Republic Steel Corp., Youngstown, Ohio. 


RUBBISH BURNERS 
Hart & Cooley Mfg. Co., Chicago, III. 


SCREWS—HARDENED 
METALLIC DRIVE 


Interstate Machinery Co., Chicago, Il. 

Meyer & Bro. Co., F., Peoria, Ill. 

Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 

Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 

Parker-Kalon Corp., New York City. 


SCREWS—HARDENED SELF 
TAPPING SHEET METAL 


Interstate Machinery Co., Chicago, III. 
Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 
Osborn Co., The J. M. & L, A., 

Cleveland, Buffalo 
Parker-Kalon Corp., New York City. 


Detroit, 


SCREENS—PERFORATED 
METAL 


Harrington & King Perforating Co., Cl:i- 
cago, Ill 


SCUPPERS 
Aeolus Dickinson, Chicago, Ill. 


SHEARS—HAND AND POWER 


Dries & Krump Mfg. Co., Chicago, Ill. 
Interstate Machinery Co., Chicago, Il. 
Marshalltown Mfg. Co., Marshalltown, Iowa. 
Viking Shear Company, Erie, Pa. 
Whitney Mfg. Co., W. A., Rockford, Ill 


SHEET METAL SCREWS— 
HARDENED, SELF- 
TAPPING 


Interstate Machinery Co., Chicago, Ill. 
Parker-Kalon Corp., New York City. 


SHEETS—ALLOY 


Inland Steel Company, Chicago. Il. 
International Nickel Co., New York, N. Y. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 


Newport Rolling Mill Co., Newport, Ky. 


Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 


Republic Steel Corp., Youngstown, Ohio. 


SHEETS—BLACK, CORRU- 
GATED, GALVANIZED 


American Rolling Mill Co., Middletown, 
Ohio. 


Brown Wales Co., Boston, Mass. 

Granite City Steel Co., Granite City, Ill. 

Inland Steel Company, Chicago, III, 

Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 

Newport Rolling Mill Co., Newport, Ky. 

Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 

Republic Steel Corp., Youngstown, Ohio. 


SHEETS—COPPER 


American Brass Co., Waterbury, Conn. 
Brown Wales Co., Boston, Mass. 
Revere Copper & Brass, Inc., Rome, N. Y. 
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SHEETS—COPPER BEARING 
STEEL 


American Rolling Mill Co., Middletown, O. 
Granite City Steel Co., Granite City, Ill 
Inland Steel Co., Chicago, Tl. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 


Newport Rolling Mill Co., Newport, Ky. 


Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 


Republic Steel Corp., Youngstown, Ohio. 


SHEETS—COPPER (LEAD 
COATED) 
American Brass Co., Waterbury, Conn. 
Revere Copper & Brass, Inc., Rome, N. Y. 


SHEETS—IRON 
American Rolling Mill Co., Middletown, 0. 
Brown Wales Co., Boston, Mass. 
Granite City Steel Co., Granite City, Il. 
Inland Steel Co., Chicago, Il. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 


Newport Rolling Mill Co., Newport, Ky. 


Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 


Republic Steel Corp., Youngstown, Ohio. 
Superior 
Superior Sheet Steel Co., Canton, Ohio. 


SHEETS—MONEL METAL 
International Nickel Co., New York. 


SHEETS—NICKEL 
International Nickel Co., New York. 


SHEETS—PURE IRON 
COPPER ALLOY 
Inland Steel Co., Chicago, Ill. 
Newport Rolling Mill Co., Newport, Ky. 


SHEETS—REFINED OPEN 
HEARTH IRON 


American Rolling Mill Co., Middletown, 0. 
Republic Steel Corp., Youngstown, Ohio. 


SHEETS—SPECIAL FINISH 


American Rolling Mill Co., Middletown, O. 
Inland Steel Company, Chicago, Il. 
Newport Rolling Mill Co., Newport, Ky. 
Republic Steel Corp., Youngstown, Ohio. 


SHEETS, STAINLESS STEEL 


Brown Wales Co., Boston, Mass. 
Republic Steel Corp., Youngstown, Ohio. 


SHINGLES AND TILE—METAL 
Globe Iron Roofing & Corrugating Co., 
Cincinnati, Ohio. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 


Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 


SKYLIGHTS 


Globe Iron Roofing & Corrugating Co., 
Cincinnati, Ohio. 
Meyer & Bro. Co., F., Peoria, Ill. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 


Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 


SNOW GUARDS 
Berger Bros. Co., Philadelphia, Pa. 
SOLDER 


Brown Wales Co., Boston, Mass. 
Kester Solder Co., Chicago, Ill. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 


Osborn Co., The J. M. & L. A. Detroit, 
Cleveland, Buffalo 
SOLDER—ACID CORE 
Kester Solder Co., Chicago, Ill. 
SOLDER—ROSIN CORE 
Kester Solder Co., Chicago, Ill. 


SOLDER—SELF-FLU XING 
Kester Solder Co., Chicago, Ill. 





STARS—HARD IRON 
CLEANING 


Fanner Mfg. Company, Cleveland, Ohio. 


STOKERS 
Auto-Home Stoker Corp., The, Chicago 


STOVE PIPE AND FITTINGS 


Meyer & Bro. Co., F., Peoria, Ill. 
Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 
Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 
STOVE AND FURNACE 
TRIMMINGS 


Fanner Mfg. Co., Cleveland, Ohio. 
STRAINERS—ROOF 
Barnes Metal Products Co., Chicago, III. 


STRAPS—ORNAMENTAL 
PIPE 


Barnes Metal Products Co., Chicago, III. 
TINPLATE 


Berger Bros. Co., Philadelphia, Pa. 
Brown Wales Co., Boston, Mass. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 


Osborn Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 


Republic Steel Corp., Youngstown, Ohio. 
TOOLS—TINSMITH’S 


(See Machines & Tools— 
Tinsmith’s) 


TRIMMINGS, FURNACE 
Fanner Mfg. Co., Cleveland, Ohio. 


TRIMMINGS, INCINERATOR 
Fanner Mfg. Co., Cleveland, Ohio. 


UNIT AIR CONDITIONERS 
Andes Range & Furnace Corp., Geneva, 
N. Y. 


Forest City Foundries Co., Cleveland, O. 
Fox Furnace Co., The, Elyria, Ohio. 
Henry Furnace & Fdry. Co., Cleveland, O. 
Health-Air Systems, Ann Arbor, Mich. 
= Warming & Ventilating Co., Chicago, 


Lakeside Co., Hermansville, Mich. 
Lennox Furnace Co., Marshalltown, Iowa. 
May-Fiebeger Company, Newark, Ohio. 
Meyer Furnace Co., Peoria, Ill. 

Motor Wheel Corp., Lansing, Mich. 


Payne Furnace & Supply Co., Beverly 
Hills, Calif. 


VACUUM CLEANERS— 
FURNACE 


(See Cleaners—Furnace Vacuum) 


VENTILATORS—CEILING 


Hart & Cooley Mfg. Co., Chicago, Ill. 

Henry Furnace & Fdy. Co., Cleveland, O. 

.- ~~ Reg. & Mfg. Co., Cleveland, 
0. 


VENTILATORS—FLOOR 
Aeolus Dickinson, Chicago, III. 


VENTILATORS—ROOF 


Aeolus Dickinson, Chicago, Il. 

Berger Bros. Co., Philadelphia, Pa. 
Jordan & Co., Paul R., Indianapolis, Ind. 
Meyer & Bro. Co., F., Peoria, Ill. 


Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 


Osbora Co., The J. M. & L. A., Detroit, 
Cleveland, Buffalo 


Uno Ventilator Co., Cliftondale, Mass. 


WELDERS, SPOT 
Interstate Machinery Co., Chicago. 


WOOD FACES—WARM AIR 


Meyer & Bro. Co., F., Peoria, Ill. 
Milcor Steel Co., Milwaukee, Canton, Chi- 
cago, LaCrosse, Kansas City. 


Osborn Co., The J. M & L. A., Detroit, 
Cleveland, Buffalo 





ARTISAN 


Write today for 
folder and discounts 


LIST PRICE *15.00 


DE 
Complete ready to install . O L U M B U S 
\__HUMIDIF 








THE COLUMBUS HUMIDIFIER CO. 


154 N. FIFTH ST. 


COLUMBUS ,OHIO 








Breuer Electric Mfg. Co. 


865 Blackhawk Street, Chicago, Ill. 





THIS FALL WITH 
The TORNADO 


Furnace Cleaner 


The TORNADO gets you 
into the basement where it is 
easy to sell repairs and new 
furnaces. And you make a 
profit on the cleaning job 
too! 

The TORNADO is the most powerful 
furnace cleaner built. Complete with 
10 necessary attachments. Low price 
—easy payments — free trial. Ap- 
proved by Anthracite Institute. Thou- 


sands in use. Write now for complete 
information. 





AMERICAN AfR FILTERS 


Distribution 

through jobbers 
and manufacturers in 
charge of F. H. Mason. 


AMERICAN AIR FILTER COMPANY, Inc. 


113 CENTRAL AVENUE 


s MIOWE 





LOUISVILLE KENTUCKY 





CHAIN 


AND S-HOOKS 


For furnace damper regula- 
tors, thermostats, furnace 
clocks, skylights and ventila- 
tors. Put up 250, 500 or 1,000 
feet to the reel, or in boxes to 
desired length. Furnished, if 
desired, coppered, sheradized 
or hot galvanized to prevent 
rusting. 
WRITE US FOR PRICES 
THE JOHN M. RUSSELL 
MFG. COMPANY, INC. 
901 Rubber Avenue 
NAUGATUCK, CONN. 








a aD 


Single Jack Chain 


GX 


Safety Chain 





Register Chain 
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Armco Ingot Iron * 
Galvanized Steel Fittings 
Even Color Sheets Tin 


Roofing Sheets Stainless Sheets Solder 
Copper and Zinc Paint Grip Sheets Tools 


YOU'LL FIND THE PRODUCTS 
YOU NEED 
THE WAY YOU WANT THEM 


BROWN WALES CO. 


493 C STREET, BOSTON, MASS. 


” Members Armco Dist. Assn. ” 





October, 1032 





Conductor 


A Complete 
Line of Parts 
at factory prices 


We can ship promptly, parts 
for the following furnaces: 


Leeson 
Marshall 
Masterbuilt 
Mich 





Wolverine, 
All Others 





THE STAR STEEL SUPPLY CO. 
Parts for all makes of 


Furnaces and Steam Boilers 
7516-22 OAKLAND AVE., DETROIT, MICH. 





Boiler Parts. 
American Winchester Ideal—All Types Pebco Richardson 
i, Soares! bee Ree, ozs 
<<. And All Others 











The 


Jorpan Attic VENTILATOR 





Straight flaring 
base. Sets low 
and looks well. 
Operated by 
gravity and 
wind action. 











The Jordan Attic Ventilator presents an op- 
portunity which offers profits to you right 
now. Write for information. There is 
summer business to be had and you can 
get it. 


Also Fan Ventilators, Rotary Ventilators, Stationary Ventilators, 
Wall Exhaust Fans, etc. 


BACKED BY A COMPLETE ENGINEERING SERVICE. 


PAUL R. JORDAN Co. 


631 S. Delaware St., Indianapolis, Ind. 


























Its register 

reads like a 

“Who's Who” of 
world leaders in commerce, finance, 
diplomacy, the arts, and social life. The 
last eight Presidents of the United 
States have always stopped at the 
Bellevue-Stratford. 


YOU will enjoy its fine hospitality and 
faultless efficiency—at rates that are 
quite consistent with present times. 


BELLEVUE STRATFORD 
PHILADELPHIA 
Craupe H. Bennett, Gen. Mgr. 
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CLASSIFIED ADVERTISING 





SITUATIONS OPEN 


FURNACE DEPARTMENT SALES 
MANAGER 


National manufacturer of cast and steel 
warm air furnaces wants experienced 
man to take complete charge of entire 
operation of Furnace Department. 
Give full particulars first reply as to 
experience, references, etc. Address 
Key 182, “American Artisan,” 1900 
Prairie Avenue, Chicago. 








SALESMEN CALLING ON FURNACE 
manufacturers and jobbers will establish a 
permanent income by selling METALUTE, the 
all iron furnace cement which is proving su- 
perior to the old style mud cements. COLOR- 
BESTOS Furnace Paint Insulation. INSA- 
LUTE (Liquid Porcelain) which is used by 
hundreds of installers for double sealing leaky 
furnaces without tearing them down, and 
KNO-LEAK Pipe Dope Compound, approved 
by Medical Societies because it is free from 
peeoarue white lead. TECHNICAL PROD- 
CTS CO., Pittsburgh (15) Penna. 





DESIGNER WANTED—AN OLD, ESTAB- 

lished, well-known stove company wants a 
successful designer with years of_ experience. 
State age, complete experience and any refer- 
ences. Address Key 181, “American Artisan,” 
1900 Prairie Ave., Chicago, Illinois. 


SITUATIONS WANTED 


SITUATION WANTED—CAN STRENGTHEN 

your sales force. Seventeen years with one 
furnace and stove manufacturer, as their Ohio 
district manager. Had charge of the sales, 
collection and advertising for that division. 
Have complete knowledge of the heating busi- 
ness, standard code, etc. Operating my own 
business at present; however, prefer traveling 
again. Can furnish highest reference as to 
selling ability, character. Prefer Ohio; how- 
ever am willing to work your toughest terri- 
tory. Address Key 187, “American Artisan,” 
1900 Prairie Avenue, Chicago. 














SITUATION WANTED—SHEET METAL 

worker desires connection, preferably Illinois. 
Experienced in all lines of sheet metal work. 
34 years old. Regular habits. Address Key 
176, “American Artisan,” 1900 Prairie Ave., 
Chicago, Illinois. 


FOR SALE 


MISCELLANEOUS 





FOR SALE—RADIATOR AND WELDING 

shop in one of the best towns of 8,000 pop 
ulation in Arkansas at bargain. Address Key 
174, “American Artisan,” 1900 Prairie Avenue, 
Chicago. 


FOR SALE—GENERAL SHEET METAL 

and warm air heating shop, the only exclu- 
sive shop of its kind in a town of 12,000 
population, large trade territory. This is a real 
opportunity for someone who can do good 
work and uphold a good reputation. Will sell 
at inventory, which will run around $2500.00. 
This is no depression offer. Do not answer 
unless you can handle this. Address Key 183, 
“American Artisan,” 1900 Prairie Avenue, 
Chicago. 


CHRISTIE FURNACE CLEANER. LARGE 

size. Used twelve times. Perfect shape, 
$75.00. Address Key 185, “American Artisan,” 
1900 Prairie Avenue, Chicago. 


FOR SALE——ONE No. 2 RYERSON 
serpentine shear, Belt Driven. Capacity of 
cutting 10 ga. material. $125.00. Slightly 
used. Address E. A. Knabe, Rock Falls, 
Illinois. 


FOR SALE—COMPLETE HARDWARE 

and sheet metal business in a town of 15,000 
in Northern Illinois. ee all sheet metal and 
maintenance for several large factories, also 
the agency of the Timken Silent Automatic Oil 
Burner and MW hot water heater of which we 
have a large business built up. A good busi- 
ness for some sheet metal and hardware man 
who wants to get out of the large city. Ad- 
dress Key 174, “American Artisan,” 1900 
Prairie Avenue, Chicago. 


AIR-O-VAC FURNACE CLEANER WITH 

tools. New condition. Cost $350.00. First 
check for half takes it. Write No. 2101 East 
Wood Place, Milwaukee, Wis. 


FOR SALE— FURNACE AND SHEET 

metal shop. Price is reasonable. Write for 
further particulars. Address W. A. Halbleib, 
Marengo, Illinois. 


FOR SALE—OLD ESTABLISHED TIN 
shop in town of 800 in central Illinois. Ger- 

man community. Death reason for selling. 

Will sell all or part; no reasonable offer re- 

foeed, Address Eugene Moyemont, Odell, 
inois. 


FOR SALE—FURNACE AND SHEET 

metal business in town of North East, Erie 
County, Pennsylvania. Population of town 
about 3,500; a prosperous community. Busi- 
ness well established. Stock and tools for 
sale cheap. Reason for selling—poor health. 
Address Eldon Denton, North East, Erie 
County, Pennsylvania. 
































EXPERIENCED SHEET METAL SALES- 

man wants position representing responsible 
manufacturer in the state of Iowa. Address 
Key 177, ‘‘American Artisan,’ 1900 Prairie 
Ave., Chicago, Illinois. 





CORRESPONDENCE SOLICITED WITH 

manufacturer developing or producing air 
conditioning units, or with furnace, sheet metal 
contractor who desires the services of.a relia- 
ble man. 20 years’ practical experience in 
engineering, estimating and sales. Address Key 
180, ‘‘American Artisan,” 1900 Prairie Ave., 
Chicago, Illinois. 





WANTED—JOB BY COMPETENT COM- 
bination plumber and tinner, 16 years’ ex- 
perience, full particulars in future correspond- 
ae. Address H. W. Chambers, Shellrock, 
owa. 





EXPERIENCED FURNACE SALESMAN 

would like position representing responsible 
manufacturer in Wisconsin. Address Key 172, 
“American Artisan,” 1900 Prairie Avenue, 
Chicago. 





SITUATION WANTED—PLUMBER, 

heating and sheet_metal man, wants good 
position, married. Can go to work at once. 
Address H. C. Hughes, Forest City, Iowa. 





FOR SALE—1 45-IN. FAIRCHILDS 

folder, $7.00; 1 20-in. bar folder, $7.00; 1 
large P. S. burring machine, less handle and 
stand, $4.00; 1 setting down machine, less 
stand, P. S., $5.00. All of the same are in 
fair shape and can be used. Address Key 178, 
“American Artisan,” 1900 Prairie Ave., Chi- 
cago, Illinois. 








WANTED TO BUY 


WANTED—BY A _ PRACTICAL TINNER 

and plumber an opportunity to buy one-half 
interest in a good plumbing and tinning busi- 
ness. Address Key 184, “American Artisan,” 
1900 Prairie Avenue, Chicago. 


WANTED—USED CROSS LOCK SEAMER. 
Address Julius Hauser Son, 817 North 
Fulton Ave., Evansville, Indiana. 


WANTED—ONE SET OF 40” OR 42” 
forming rolls. Must be in first class condi- 

tion and a bargain. Address Key 171, “Amer- 

ican Artisan,” 1900 Prairie Avenue, Chicago. 

















BUSINESS CHANCES 


ONE-THIRD INTEREST IN GOOD 

sheet metal and retinning business. Sale 
forced by death. Address Mrs. C. A. Martin, 
Bywater & Groo Co., 144 West South Temple, 
Salt Lake City, Utah. 








PROGRESS 
MEANS CHANGE! 


From mud cements to META LUTE 
Plastic Iron Cement, a powdered metal 
compound that is mixed on the job. 
Permits immediate firing. It’s different. 


COLOR-BESTOS—Asbestos in Paint 
Form — Fire- proof, oil-proof, acid- 
proof. Double seals leaky furnaces 
without resetting and better than as- 
bestos paper for metal surfaces. 


Special Offer—Gallon of each and free 
catalog on cementing research, all for 


$5.00. 


TECHNICAL PRODUCTS 
COMPANY 


Pittsburgh (Sharpsburg Station) 
Pennsylvania 


Makers of INSA-LUTE 





FINANCIALLY RESPONSIBLE 


PARTY with very broad experience 
in the design, manufacture and sale of 
steel furnaces, cast iron furnaces and 
steam and hot water boilers, will con- 
sider executive or managerial opening 
with a reliable concern. Address Key 
186, “American Artisan,” 1900 Prairie 
Avenue, Chicago. 


Patents and Trade Marks 
Philip V. W. Peck 
Barrister Bldg., Washington, D. C. 


MAILING LISTS 


Pave the way to more sales with actual 
names and addresses of Live prospects. 


Get them from the original compilers 
of basic list information—up to date— 


Tell us about your business. We’ll help 


you find the prospects. No ob- 
ligation for consultation service. 


























60 page Reference 
Book and Mailing 
LIST CATALOG 
Gives counts and on 
8,000 lines of business. 
Shows you how to special lists by ter- 
ritories and line of business. Auto lists of 
all kinds. 


Shows you how to use the mails to sell 
your products and services. Write today. 


R. L. POLK & CO. 
Polk Bldg.—Detroit, Mich. 
Branches in Principal Cities 
World’s Largest City Directory Publishers 
Mailing List Compilers. Business Statis- 











tics. Producers of Direct Mail Advertising. 
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MONEL METAL JOBS 


BUILD 
PROFITABLE BUSINESS 


@ Demand for Monel Metal equipment is constantly grow- 
ing. In every community there are homes, schools, restaurants 
or factories offering a good market for many different kinds 
of Monel Metal jobs. 

Hundreds of sheet metal firms are making money on Monel 
Metal equipment...and there’s no reason why you should not 
do the same. Read the experiences of the successful firms 
featured in our “True Talks” series which appears regularly 


in this magazine...also write us for helpful sales literature. 


THE INTERNATIONAL NICKEL COMPANY, INC. | 


67 WALL STREET, NEW YORK, N. Y. 





A HIGH NICKEL ALLOY 


MONEL ME ie 


~ NICKEL ALLOYS PERFORM BETTER u NGI 


















Monel Metal is a registered trade mark applied to an 


rv ‘ 
ONEN alloy containing approximately two-thirds Nickel and 
ETAL one-third copper. Monel Metal is mined, smelted, re- 


fined, rolled and marketed solely by International Nickel. 











MARSHALLTOWN _44@2” SHEARS 


SHA 
Mar unl 








LET MARSHALLTOWN 


SHEARS CUT YOUR LABOR 
COSTS 


Put the right 
kind of machine 
on the right 
job. 

}\ Save time and 
labor costs. 
Make it a 
MARSHALL. 
TOWN. 







)} Let the 
Catalog 
Tell the 
Story— 
Write 
for It 
Now 


The Shear 
Keeps Sharp 
Even After 
Months of 
Hard Use 







There is a 





TOWN for 
every use. 
Hand — Motor 
—and Belt 
Power. 








MARSHALLTOWN MFG. CO. ™“tow?™™ 


MARSHALL. | 





ARTISAN 





| 


| 
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DON'T £24 our-word 


. Read what others say 
Sor tl / about the 


XLALL © WARM AIR FURNACE 


[PAT- APPLIED FOR] 










CHINE WORKS , 
OUNDRY & MA ie 
DESHLER Sot Ave., Deshler, 
s 
e sold furnace — 
Pong he past twenty aoe 


ts for t an 
ears, both wholes’ “tel Furnace 


i he X-L-A ‘ 
a is construction an 
s 
appearance - 














It is aP - 
aces an : — 

ee ea hear them praise oy ae 

oan ar and satisfact1o 

ser 







mentrout 
D. P. ey Ohio 







Write loday for your 
Free Copy of the Interesting X-LALL 
furnace Book and Dealer Proposition 














Get BETTER Repairs 
and Get Them 
QUICKER 


When your customers want stove, furnace or 
boiler replacement parts, they want them in 
a big hurry. The Des Moines Stove Repair 
Company gives you prompt delivery on re- 
pairs that fit. We operate our own foundry. 
We carry made-up parts and patterns for 
practically every stove, furnace or boiler used 
in the Central West. And because of these 
reasons we can ship you almost any repair 
part the very same day an order comes into 


our office. 
A Send us your replacement parts business this 
Pot year and see exactly why so many dealers 
and rely upon us for all their repairs. 
Grate 
for 
a DES MOINES STOVE REPAIR 
ake 
Since COMPANY 
1869 Des Moines lowa 
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PERFORATED METALS 


for 
EVERY PURPOSE 


ARCHITECTURAL GRILLES 














You will find our Grilles in modern Schools, 
Churches, Public Buildings and Homes. We have 
+ : many beautiful designs from which to select. 








“GRILFRAME” enhances the beauty of any design 
Grille by the addition of a border frame of steel. 
Write for detailed information. 


























Sarety Guarps—if made from our perforated 
steel sheets and according to our method are really 


Send us your specifications for safe. 


reer set maaan inte tial PERFORATED Mertat of every sort for all uses. 


THE ARRINGTONGKING PERFORATING (0. 


5649 FILLMORE ST., CHICAGO, ILL., U. S. AA—-NEW YORK OFFICE: 114 LIBERTY ST. 




















Have Your Trunk Ducts and 
Branches Designed by Overton for 
40c Per Warm Air Grille! 


Dealers can save from $50.00 to $100.00 on each job in material and labor alone, 
through using scientifically designed trunk lines and branches. The time saved in 
an attempt to balance a poorly designed system will more than pay for the cost 
of my engineering service. 


NOTE THESE PRICES! 


RESIDENCES 
Up to and including 5 rooms $1.10 per room SPECIAL NOTE 


5 to 9 rooms inclusive $1.00 per room Whave beetles iseteme indiude 
10 to 15 rooms inclusive $0.85 per room filters, washers, temperature con- 


16 to 20 rooms inclusive $0.80 per room trol as EXTRA EQUIPMENT 
21 rooms and over $0.75 per room prong 20 per cent to listed 


CHURCHES Where filters, washers, tem- 


Up to and including 50,000 cu. ft. gross content $0.12 per 1,000 cu. ft. og py rit 
50,000 cu. ft. and over $0.10 per cu. ft. UNDER ONE CASING—listed 
prices apply. 

F ki 1: 
20,000 to 50,000 cu. ft $0.30 per 1,000 cu. ft. | detailing all crunk lines’ in 4, 


50,000 to 70,000 cu. ft $0.25 per 1,000 cu. ft. iach, scale and chowing details 
10" stac ranches, sec- 
70,000 to 100,000 cu. ft $0.20 per 1,000 cu. ft. denn ~ we of walle— 


100,000 cu. ft. and over $0.15 per 1,000 cu. ft. add 50 per cent to list prices. 
FACTORIES, GARAGES Add $0.01 per square foot of 
direct radiation for combination 
Duct systems $0.12 per 1,000 cu. ft. gross content systems. 


Unit heater systems $0.10 per 1,000 cu. ft. gross content 
Also Steam, Hot Water, Vapor Systems—Iic per Square Foot of Radiation 


PLATTE OVERTON §$ psqitiné 5236 West Huron St., Chicago 












































~ $50,000 Worth of Shears 


VER the cooling table the sheets come, auto- 

matically, of course, turn the bend, and enter 
these shears that trim all four sides at once. Phing— 
and the job’s done. 


Typical of Newport’s methods! Those things which 
are best done automatically are done automatically. 
Those things which are best done by hand are done 
by hand. And never the twain shall meet. 


And the result of this stickling for what is best is 
shown in GOHI— in the sheet itself, in the results it 
gives you. 


GOHI—Pure Iron with copper added—for almost a 
quarter of a century has proven itself the one low cost 
ferrous metal most suitable for building and fabricat- 
ing purposes. 


Long lasting because of its purity and alloyed copper, 
it is, at the same time, dense, homogeneous, ductile — 
easy to work, to bend, to cut, to shape, to weld. 


Low in first cost, in fabrication cost, in last cost, 
GOHI adds value wherever it is used. Trust your 
reputation to GOHI — Genuine Open Hearth Iron— 
and you won’t go wrong. 


Write for the name of the Gohi Distributor near you 


THE NEWPORT ROLLING MILL COMPANY, Newport, Ky. 





IT’S THE PURE IRON, ALLOYED WITH 
THE RIGHT AMOUNT OF COPPER, THAT 
GIVES GOHI ITS LASTING QUALITIES. 


GOHI 


PRONOUNCED "GO-HIGH”"” 


SHEET METAL 
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’ Roofing Material : 
Above: Plain **Twodrain"* Roofing.’ ° Above: Ornamental *‘Twodrain"’ Roofing. 
Below: Corrugated Sheets and Self Cap Roll Roofing. *»- Below: Milcor Metal Spanish:and American Tile, 
Y , | SHE Abilcor line of metal roofing material represents the finest standard of quality and 
manutacture. In addition to the more common forms of materials such as Corru- 
gate { Sheet ° 


. Self Cap Roll Roofing . . Standing Seam Roofing and many others, M:lcor 
rs two outstanding favorites in “Twodrain™ Channel Rooting and Alilcor Metal tile. 


These fine root ng materials h ive earned the confidence of builders everywhere. Cwodrain 
| ] | } 1 ] ] 
s the name implies, ts doubly protected against leakage bv its two drain channels. It is made 
I % aA 
' 1 ' ' F ' ' 1 ee agi? 
in both plain and ornamental designs. Ad:lcor Metal Tile has the famous Tite-Lock” ed ye. 
I 5 fe 


A “same-day” shipment service is available on all Ad:/cor products. Write to the nearest 

Or neh or sales ottice for a copv of the *Milcor Sheet Metal Handbook = 
MILCOR STEEL COMPAN ¥ 
MIALWAUKEE, WIS... 4117 W. Burnham St CANTON, OHIO 


Chicago, I] Kansas City, Mo La Crosse. Wis 

















Milcor Products are carried by your jobber. 


ew ~ 





